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Entrepreneurship researchers are consistently interested in identifying the mechanisms 
involved in the success and growth of new ventures.  In this dissertation, I examine the 
antecedents and consequences of help-seeking behaviors by entrepreneurs. Specifically, I 
examine antecedents to entrepreneurial help-seeking that influence their choices, and then how 
help-seeking behaviors impact entrepreneurs and their ventures. 
 In Essay 1, I develop the foundation for why help-seeking is an important process to 
study in entrepreneurship, discuss how entrepreneurship differs from the traditional 
organizational context, and then extrapolate how entrepreneurship provides a unique lens 
through which to examine this behavior.  In Essay 2, I draw on human capital theory to explore 
how the prior industry experience of entrepreneurs affects their help-seeking behaviors.  Using a 
sample of U.S. entrepreneurs, I investigate how the difficulty and frequency of problems, as well 
as industry differences, have an effect on how and when the entrepreneur seeks help. In Essay 3, 
I unpack how help-seeking behavior may modify the overall outcomes of the venture by 
specifically looking at how social and economic exchanges increase entrepreneurial work tension 
and affect firm performance leading to closure intentions.  I empirically test how these two types 
of exchanges create different expectations that induce tension and have different consequences in 
terms of firm performance and the longevity of the venture. 
 Together these three essays examine the process of help-seeking in entrepreneurship.  In 
combination, this dissertation integrates and tests theory regarding the antecedents and 
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Although the organizational sciences literature has examined citizenship behavior in terms of 
how supporting others in their work impacts individual job and overall firm performance 
(Bamberger, 2009; Burke & Weir, 1978; Geller & Bamberger, 2012; Grodal, Nelson & Siino, 
2015; Hofmann, Lei & Grant, 2009; Nadler, Ellis, & Bar, 2003; Organ, 1988), very little 
research has evaluated how entrepreneurs seek and gain needed help as they operate their 
ventures (see Hoang & Antoncic, 2003 for notable exception). As a result, our understanding of 
entrepreneurial help-seeking is opaque, and we know very little about how help-seeking 
processes impact entrepreneurs as they operate their ventures.  
Help-seeking is described as proactively soliciting a remedy for a specific problem through 
interpersonal interaction (Bamberger, 2009; Lee, 1997; Nadler, 1991).  Previous research has 
explored both antecedents and consequences of helping behaviors in the workplace, but there has 
been limited work exploring the behavior within entrepreneurship. Because entrepreneurship 
offers unique challenges and contextual demands, help-seeking processes may be quite different 
here than in a traditional organizational context.   
Accordingly, this research seeks to address gaps in the literature pertaining to help-seeking 
within the context of entrepreneurship by exploring the overarching question: how and under 
what conditions does help-seeking influence entrepreneurial processes?  In Essay 1, I build an 
argument for why help-seeking is an important mechanism within entrepreneurship; focusing on 
what makes entrepreneurship distinct from the organizational context.  Next, I unpack the 
antecedents and consequences of help-seeking for help seekers.  In Essay 2, I empirically test 
how industry experience influences help-seeking based on the entrepreneur’s prior experience.  
In Essay 3, I explore how social and economic exchanges have different consequences for 
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entrepreneurs and their ventures. Given that help-seeking can occur through social or economic 
exchanges, I examine how social exchange, while not taxing on the entrepreneur’s limited 
financial resources, can create additional strain based on future expectations of reciprocity.  On 
the other hand, economic exchanges are more costly to the resource strained entrepreneur, but 
tend to have limited future expectations and clear parameters for fulfilling obligations.  This 
tension between social and economic exchanges has potentially important trade-offs for 
entrepreneur strain, firm performance, and long term venture survival, and I empirically explore 
these effects. 
In sum, the purpose of this dissertation is to create a foundation for the study of help-seeking 
in the entrepreneurial context, to unpack how industry differences influence help-seeking 
behavior, and to examine how different forms of help-seeking affect venture survival.  This 
contributes to scholarship in a multiple ways.  First, these essays extend the study of help-
seeking into the entrepreneurship literature, demonstrating the factors that influence help-seeking 
among entrepreneurs.  Second, these essays integrate the help-seeking literature with the context 
of entrepreneurship, and show the conditions under which these behaviors impact 
entrepreneurship outcomes.  Finally, the third essay specifically incorporates social exchange 
theory and transaction cost economics to test the effects of social versus economic exchanges on 






Givers, Takers, and New Venture Makers: Why Help-Seeking 





This essay addresses how entrepreneurs seek and receive help when operating their new 
ventures. Specifically, we evaluate the nature of entrepreneurial help-seeking processes, 
exploring why the entrepreneurial context challenges assumptions of those processes. We then 
consider the antecedents of help-seeking behavior, exploring how different sources of help 
impact help-seeking processes, and how entrepreneur individual differences bound the 
relationship between problem characteristics and help-seeking. Finally, we consider the potential 
individual- and firm-level outcomes of help-seeking in the entrepreneurship context.  In sum, this 









Help-seeking reflects the cognitive and behavioral processes through which requesters 
seek and gain assistance, how helpers are approached, and how they ultimately provide 
assistance (Bamberger, 2009). Although a thorough literature exists in psychology and 
organizational behavior about help-seeking, little is known about this process in the 
entrepreneurship context, including the means through which entrepreneurs gain needed 
assistance in forming and growing their new ventures.  
This deficiency is exacerbated by an entrepreneurial context offering unique managerial 
challenges not found in more-established organizational forms. For example, many entrepreneurs 
work under high levels of risk and work (Shane and Venkataraman, 2000), juggling multiple 
roles and exhibiting a genuine sense of urgency regarding their ventures (Krueger, 2002).  In 
addition, new ventures are often resource constrained, lacking legitimacy and structure needed 
for social learning to take place (Nagy et al., 2012; Zimmerman and Zeitz, 2002). Finally and 
critically, the decisions entrepreneurs make have direct implications for their ventures’ survival. 
Thus, the way entrepreneurs seek and gain needed help is of theoretical and practical importance. 
To date, the entrepreneurship literature has largely implied the entrepreneur help-seeking 
process without explicating the underlying cognitive and behavioral mechanisms that comprise it. 
The net effect of this deficiency is that our understanding of entrepreneur help-seeking remains 
opaque and subject to speculation. Furthermore, although help-seeking has been explored in the 
context of established organizations (e.g., Cleavenger and Munyon, 2015; Hofmann et al., 2009; 
Mueller and Kamdar, 2011; Nadler, 1991), the extent to which these findings can be applied and 
generalized to the entrepreneurship context is unclear. This lack of generalizability may occur 
because of contextual differences in entrepreneurship that potentially affect how prior findings 
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translate from established to nascent organizations. Finally, of all the contexts in which help-
seeking is important, help-seeking in entrepreneurship is arguably one of the most important 
because it affects the ongoing viability of nascent and emerging ventures.  
To address these limitations, this essay proposes a cognitive-behavioral model of 
entrepreneur help-seeking, theorizing how entrepreneurs choose when to seek help, from whom, 
and how their ventures are affected by these processes. Consistent with the tenets of interactional 
psychology, we also evaluate how entrepreneur differences bound this process. In sum, this essay 
seeks to theorize how entrepreneurs engage in help-seeking, shedding new light on how helping 
processes and external inputs affect the ongoing viability of firms. 
Several contributions derive from this conceptual and theoretical essay.  First, the study 
of help-seeking behavior primarily occurs within the lens of organizational and social 
psychology, and thus this essay considers how these processes potentially apply in an 
entrepreneur context, being one of the first to bridge and integrate these literatures. Second, 
although many factors affect venture performance and entrepreneur well-being, our essay 
examines a malleable cognitive and behavioral process – help-seeking – with potentially 
important ramifications for entrepreneurship. Specifically, because of the flexible nature of help-
seeking processes, its investigation in entrepreneurship may provide scholars and practitioners 
with fresh insights about the underlying causes of venture success or failure. At a minimum, the 
study of entrepreneur help-seeking promises to shed new light on ways of improving new 
venture performance and the quality of work and life for entrepreneurs. Finally, we also 
contribute to the existing help-seeking literature by examining how the entrepreneurship context 
affects the viability of its core tenets and theories.  
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Toward a Model of Entrepreneur Help-Seeking 
Figure 1 illustrates the cognitive – behavioral process through which entrepreneurs seek 
help, and how received help subsequently influences venture and entrepreneur outcomes. 
Following Stevenson and Jarillo (2007), we characterize entrepreneurship as the process of 
pursuing opportunity regardless of current resources. Table 1 provides a summary of key works 
in the help-seeking literature. 
Although help-seeking is often used synonymously with such constructs as feedback- and 
advice-seeking, conceptual differences between help-seeking and these constructs also are 
important to note. For example, according to Bamberger (2009), one critical aspect of help-
seeking is that it is problem-based, meaning that people seek help specifically to solve or manage 
a problem.  Thus, a distinction can be created between help-seeking and feedback- or advice-
seeking, which can occur without any connection to a particular problem or personal interaction 
(Bamberger, 2009). 
We begin by considering the cognitive factors that affect an entrepreneur’s choice to seek 
help. Drawing on organization theory and social psychology, we consider the problems likely to 
be encountered by entrepreneurs, and the influence of problem characteristics on the 
entrepreneur’s decision to seek help from others. In doing so, we extend the “help-seeker’s 
dilemma” (Nadler, 1991) to the study of entrepreneurship. Second, drawing on interactional 
psychology and existing entrepreneurship literatures, we consider the individual differences that 
bound this relationship. Research in established organizations demonstrates that demographic 
factors such as gender, age, socio-economic status, and level of education also influence help-
seeking behaviors (Grable and Joo, 1999).  These individual-level factors can be attenuated or 
amplified by situational factors such as the type of problem to be addressed, stigma beliefs, and 
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environmental characteristics (Bamberger, 2009; Nadler et al., 2003). Accordingly, we anticipate 
that entrepreneur differences will also affect their help-seeking behavior.  
Third, we consider how entrepreneurs may trend toward social or economic sources of 
help. Finally, we consider the venture and entrepreneur implications of this process for learning, 
performance, entrepreneur strain, and entrepreneur work- and family- relationships. Our 
overarching thesis is that the process of entrepreneur help-seeking differentiates venture 
performance, and also affects the entrepreneur. We conclude with a discussion of implications, 
new research directions, and practical insights from this theoretical framework. Having briefly 
reviewed the model, we now specify its operation. 
Problem Characteristics 
 New ventures are challenged by both internal and external factors (Zacharakis et al., 
1999).  Among the problems they initially face are the liabilities of newness and smallness 
(Aldrich and Auster, 1986), a lack of legitimacy and reputation (Zimmerman and Zeitz, 2002), 
and resource constraints (Edelman and Yli-Renko, 2010).  As the process of venture creation 
unfolds, the entrepreneur needs to gain access to resources and information, while connecting 
with other relevant players in the environment to bring the business to fruition (Edelman and Yli-
Renko, 2010).  Help-seeking would allow the entrepreneur to gain access to information and 
resources that are necessary to assist them in this process. 
While the entrepreneur is facing firm-level concerns, they are often also dealing with 
personal and situational issues, as well due to overlapping resource use between work and non-
work domains (Jennings and MacDougald, 2007).  Time constraints, lack of social capital, and 
lack of relevant expertise can create additional challenges that impact the venture, entrepreneur, 
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and the personal relationships of the entrepreneur. Thus, entrepreneurs face a plethora of work- 
and non-work challenges that impede their progress in starting and growing new ventures. 
According to Bamberger (2009), the characteristics of the problem influence help-
seeking behavior.  For example, to the extent that an entrepreneur gauges that a problem they are 
experiencing is common among other entrepreneurs, this potentially reduces stigma and self-
presentation threats (Bamberger, 2009; Nadler, 1991).  Nevertheless, the goal literature suggests 
that the severity and frequency of a problem are important cues to the entrepreneur, who then 
must choose how to respond when confronted with obstacles (cf., Jiang; Kellermanns, Munyon, 
and Morris, 2018; Shah, Friedman, and Kruglanski, 2002).  
Problem Severity 
 Problem severity refers to the perceived complexity and difficulty of a problem. We 
demonstrate that individuals react differently to the same problem scenarios (i.e., Cleavenger and 
Munyon, 2015). Thus, the objective conditions of the problem are less important than its 
perceived difficulties by the entrepreneur. For measurement purposes, we must also assume that 
entrepreneurs will generally not assess problems in the same manner due to individual 
differences, such as experience, personality, and even cognitive ability. 
Following Suchman’s (1966) theoretical framework, the initial stage of the decision-
making process for help-seeking involves the evaluation of the problem. An isolated, but 
sufficiently severe, problem may activate a help-seeking response by an entrepreneur, while the 
rate of problem incidence, or frequency, also influences their potential help-seeking response. 
Tallman and colleagues (1993) suggest that problem severity also initiates a search for further 
information. As the severity of a problem increases, they propose that individuals will 
increasingly reduce their expectations for a favorable resolution, precipitating a potential help-
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seeking response. A stress response (Monat and Lazarus, 1991), with concomitant affect, may 
also follow from such evaluations, preparing the entrepreneur to cope with the problem via help-
seeking. 
Problem Frequency 
 Problem frequency refers to the rate at which an entrepreneur is exposed to a problem 
over a period of time or in a specific context. Problem frequency may be perceived as high when 
a problem is encountered many times over a defined interval of time, or also when a problem is 
encountered whenever an entrepreneur is in a specific context. For example, problem frequency 
would be high for an entrepreneur facing a repeated technical problem each day of a week. 
Similarly, problem frequency may also be perceived as high if an entrepreneur struggles each 
time he or she attempts to complete a specific task. The latter contextual cues signal that the 
entrepreneur is not adapting and learning at a high-enough level to surmount the problem, and a 
help-seeking response may be required. Although repeated exposure may lead to learning 
(Gordon and Holyoak, 1983), when an entrepreneur repeatedly encounters problems that is 
beyond their capacity to resolve they are likely to seek out new information via help-seeking in 
order to protect their resources and avoid losses (Tallman et al., 1993). Thus, both problem 
severity and problem frequency affect the salience of a problem to the entrepreneur, working 
individually or interactively. 
Problem Salience 
 Fiske and Taylor (2013) describe salience as being noticeable, important, or attracting 
attention but also as relative to the current context.  Thus, problem salience can be characterized 
as a problem that exists in such a way that it attracts attention.  As described above, the 
frequency and severity of a problem with which the entrepreneur experiences the problem affects 
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the interpretation of that problem as salient, or not.  In our examination of entrepreneur help-
seeking behavior, as the entrepreneur encounters problems that are increasingly complex and 
challenging, they are motivated to seek information, assistance, or resources in order to find a 
resolution.  This assumption is based on the idea that entrepreneurs are interested in the survival 
of their ventures and therefore motivated toward learning and action (Tallman et al., 1993).  Thus, 
we offer our first proposition: 
Proposition 1: The frequency and severity of a problem affect its salience to the 
entrepreneur, precipitating a potential help-seeking response. 
 Although problem frequency and problem severity theoretically impact the salience of an 
issue to an entrepreneur, help-seeking is not strictly a cognitive issue. Rather, the decision to 
seek help also reflects personal deficiencies on the part of the entrepreneur, which may threaten 
the entrepreneur’s reputation and image in the eyes of others (cf., Cleavenger et al., 2007; 
Cleavenger and Munyon, 2015). Accordingly, entrepreneurs also likely face a “help-seeker’s 
dilemma” (Nadler, 1991) where they must balance the needs of the venture against their personal 
standing in the eyes of others. 
Help-Seeker’s Dilemma 
The help-seeker’s dilemma refers to the trade-off between the benefits of asking for help 
and the costs, most notably the mental and social costs of engaging in this behavior (Bamberger, 
2009; Nadler, 1991, 1997).  This is based on the idea that an individual’s request for help may be 
interpreted as an admission of a lack of competence or dependence on someone else (Bamberger, 
2009; Lee, 2002). According to Shapiro (1978), individuals are more likely to seek help when 
evidence of poor performance would become public, particularly when the fact that they engaged 
in help-seeking behavior would remain private (Cleavenger and Munyon, 2015). Additional 
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research on help-seeking indicates that individuals are likely to engage in this behavior if they 
are operating in an environment where helping is a part of the organization’s normative 
processes (Cleavenger et al., 2007; Grodal, Nelson and Siino, 2015).   
The help-seekers dilemma potentially creates a situation where, even when faced with 
complex problems and the lack of skill to create a solid resolution, the entrepreneur may choose 
not to seek help, or delay doing so. For example, Cleavenger and Munyon (2015) found that 
individuals chose not to seek help when it was available, even when confronted with repeated 
failures and a high likelihood of continuing failure. They characterized the reluctance to seek 
help as a self-presentation concern.   
In further support, Lee (1997) suggests that when competence and independence are 
central to one’s self-confidence, individuals are less likely to seek help due to impression 
management concerns. Entrepreneurs tend to value independence (Douglas, 2013), which may 
help explain why an entrepreneur might avoid seeking help when needed.  Values such as 
independence are strongly related to public impression in the entrepreneurship context where the 
venture can be seen as an extension of the entrepreneurs’ identity (Lee, 2002).    
However, Bandura (1986) contends that individuals high in self-efficacy are more likely 
to persist in their efforts, even when there is negative feedback.  Research has demonstrated that 
entrepreneurs tend to be high in self-efficacy (McGee et al, 2009), leading to the conclusion that 
they would persist in seeking solutions to the problems that they experience with their venture. 
 In sum, a problem typically has to be difficult enough in scope and/or occur frequently, 
and to catalyze an entrepreneur’s attention in a manner strong enough to elicit a help-seeking 
response.  However, the desire to seek help and the expected benefit must outweigh any concerns 
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over self-presentation and self-efficacy in order for the entrepreneur to engage in help-seeking. 
Thus, we offer the following: 
Proposition 2: Even when fronted with a severe or frequent problem, entrepreneurs will 
generally avoid help-seeking. This tendency of avoidance will be magnified for 
entrepreneurs concerned over self-presentation, and weakened for entrepreneurs less 
interested in self-presentation concerns.    
Sources of Help 
 
Although problem characteristics are theoretically the most important drivers of help-
seeking behavior, prior literature (e.g., Hofmann et al., 2009) also suggests that potential sources 
of help affect help-seeking responses. Unlike established organizations, entrepreneurs must 
choose whether to leverage social or economic sources of assistance when seeking to gain help. 
For example, entrepreneurs can seek help through the process of developing and leveraging their 
social and supplier networks to gain access to knowledge or resources they lack, to solve 
problems more efficiently, and to improve their skillsets (Aldrich and Martinez, 2001; Greve and 
Salaff, 2003). 
However, most research on employee help-seeking assumes that this behavior occurs in 
an established organization where there are clear role definitions, role expectations, clear 
responsibilities, and where people are reasonably accessible (e.g., Hofmann et al., 2009). As 
entrepreneurs are in the process of forming their ventures, these conditions do not necessarily 
apply.  
Specifically, although most organizations provide some base level of support to 
employees in order to achieve efficient outcomes, the entrepreneur must develop these support 
systems for themselves or leverage the support systems of others. Furthermore, role expectations 
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and responsibilities are managed primarily by the entrepreneur, rather than a broader set of 
managerial influences (Biddle, 1986).  
When seeking help, an individual must be careful in selecting a source of help.  Prior 
relationships are important when seeking help because individuals are more likely to reach out to 
someone with whom they have a relationship rather than to a stranger. For example, individuals 
are more likely to seek help from others who are viewed as peers, rather than from a supervisor 
or those who are considered to be of higher status (Hofmann et al., 2009).  Moreover, help 
seekers are more likely to solicit individuals who possess the task-relevant expertise and can be 
discreet about the help that they give (Erdogan et al., 2015; Hofmann et al., 2009; Lee 1997).  In 
their research, Anderson and Williams (1996) found that higher quality relationships would lead 
to greater helping, and that a higher amount of help-seeking is positively correlated with 
receiving more help. Thus, help-seekers tend to utilize the same helpers repeatedly if a help-
seeking request has been satisfied in the past. We expect a similar pattern for entrepreneurs. 
Organizational research assumes an existing social structure through which helping (OCB, 
training, etc.) occurs, whereas entrepreneurs create their own structure by establishing a network 
to draw upon for information, support, and resources.  In sum, organizational research assumes 
proximity to sources of help (i.e., those who can inform and guide individuals in their roles as 
employees), whereas potential helping sources are emergent for entrepreneurs (Bamberger, 2009; 
Blau, 1955).  It is incumbent upon the entrepreneur to cultivate the relationships necessary to 
access the people who can provide them with information and resources (Davidsson and Honig, 
2003).  Thus, the entrepreneurial context allows us to scrutinize the search for help in more detail 
as compared to employee help-seeking in established organizations. 
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This selection process is compounded by the resource constraints innate in 
entrepreneurship, and magnify the importance of choosing an appropriate helping resource. 
Specifically, entrepreneurs are often required to make time-sensitive decisions requiring them to 
improvise, rely on heuristics and information from prior work experiences, or turn to their 
network for quick feedback (Aldrich and Martinez 2001). Thus, entrepreneurs may lack the time 
need to consider help-seeking resources at length, increasing the probability of poor selections 
via satisficing. 
This stands in contrast to more established organizations. Specifically, entrepreneurs 
often define their own job activities based on the dynamic and shifting demands of work and 
operating a venture (Hmieleski, and Corbett, 2008; Hmieleski and Ensley, 2004).  In other words, 
unlike an organization’s employees who often have specific boundaries regarding their job 
description and expectations, the entrepreneur is required to juggle multiple roles; and often at 
the beginning of the venture, no role or responsibility is outside of the entrepreneur’s boundaries. 
In contrast, with traditional forms of helping found in organizations, organizational citizenship 
behavior and interpersonal helping behavior are defined as “extra-role” behavior beyond the 
scope of job descriptions and role requirements (see Bateman and Organ, 1983 and Borman and 
Motowidlo, 1997 for discussion). Thus, whereas help-seeking and helping processes are 
classified as “extra-role” behavior in traditional organizational contexts, these behaviors are 
differentiated in entrepreneurship because they reflect “in role” behavior for entrepreneurs (and 
potentially those who assist them). 
Sources of help are sometimes implicitly or explicitly institutionalized in established 
organizations (Cleavenger et al., 2007; Hofmann et al., 2009). As such, the sources of available 
assistance may be readily known to individuals seeking help, meaning information searches are 
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much more efficient. The quality of assistance may also be inferred as a function of repeated 
interactions within social exchanges (Cleavenger and Munyon, 2015). However, in 
entrepreneurship, available sources of help may be unknown and subject to significant changes. 
The complexity of challenges facing entrepreneurs also suggests that they will be unable to rely 
on the same sources of assistance to manage each of the contingencies they face.   
Traditional forms of help-seeking occur within the broad context of shared goals. 
Specifically, employees working for the same organization share a degree of goal consensus as 
they work to help the organization achieve its objectives (Cleavenger and Munyon, 2015; 
Hofmann et al., 2009; Munyon et al., 2010); meaning help-seekers and helpers often have similar 
goals within the organization’s boundaries. However, entrepreneurs engage in help-seeking 
processes across organizational boundaries, meaning they seek help from others who may not 
share similar goals, complicating the process of help-seeking. This also affords entrepreneurs the 
opportunity to seek help across organizational boundaries via economic contracts (Williamson, 
1981), rather than seek help strictly within the confines of their professional or personal 
networks. 
Economic Sources 
 Sources of economic help (i.e. seeking help from a professional) include options such as 
consultants, investors, banks, and other individuals and organizations that provide support to 
entrepreneurs based on contracts and financial exchange (Rickwood et al., 2005).  These sources 
tend to have a higher expense relative to social sources of help; however, there are also some 
benefits such as clear expectations for contract fulfillment, relieving concerns of ambiguous 
future expectation, and a lack of supposition that often comes with personal relationships.    
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Social Sources 
 Sources of social help, sometimes referred to as informal help-seeking, include friends, 
family, mentors, and others with whom the entrepreneur has a personal relationship (Rickwood 
et al., 2005).  Social sources of help are potentially less costly to the entrepreneur, but these 
exchanges tend to come with unclear expectations of reciprocity that can create strain for the 
entrepreneur.  In addition, these relationships have high levels of interdependence that can be 
tricky to manage (Shumaker and Brownell, 1984). 
 Thus, there is a tradeoff between social and economic sources of help for entrepreneurs. 
On one hand, economic sources of help are bounded by clear contracts that guide completion and 
the delivery of needed assistance (Williamson, 1981). However, they also consume highly scarce 
financial resources. On the other hand, social sources of help obligate the entrepreneur to future 
reciprocity (Gouldner, 1960). Nevertheless, due to financial resource constraints, we anticipate 
that entrepreneurs will attempt to leverage social sources of help before economic sources of 
help. Thus, we propose: 
Proposition 3: Entrepreneurs will prefer to seek help from social sources of help before 
economic sources of help, and will prefer to seek help from resources that worked 
historically. 
Individual Difference Moderators 
 
 Individual differences are powerful influences in decision-making, and likely also in the 
help-seeking process for entrepreneurs. In the following, we describe theoretically-specified 
individual differences that may strengthen or mitigate how and when entrepreneurs seek help for 
themselves and/or their ventures. 
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 Need for Achievement. When compared with the general population, entrepreneurs tend 
to be high in achievement motivation (Johnson, 1990; Stewart and Roth, 2007).  Nicholls (1984) 
describes achievement motivation as the desire to show behavior that indicates high levels of 
ability, or avoid indications of low levels of ability to others. This individual characteristic can 
be confounding when it comes to help-seeking.  According to Bamberger (2009), while those 
who are high in achievement motivation have a strong desire to succeed, creating more 
willingness to seek help, they also tend to place a high value on individual achievement 
increasing the desire to succeed on their own rather than seek out help from others. Thus, we 
anticipate that entrepreneurs high in need for achievement will be less likely to seek help from 
others than entrepreneurs low in need of achievement. 
 Furthermore, because of the self-presentation concerns exhibited by those high in need 
for achievement, we anticipate that entrepreneurs high in need for achievement will be more 
likely to seek help from economic, rather than social, sources of help as economic sources of 
help carry less stigma and threat.  
 Dispositional optimism. Optimism is another individual difference that can impact help-
seeking behavior.  Described as a general expectation for positive outcomes, optimism has been 
shown to have a significant impact on entrepreneur judgment and decision-making (Hmieleski 
and Baron, 2009).   The literature has demonstrated that entrepreneurs tend to be high in 
dispositional optimism when compared with the general population (Abdelsamad and Kindling, 
1978; Fraser and Greene, 2006; Lowe and Ziedonis, 2006).   This is a reasonable conclusion, as 
individuals who are high in optimism tend to exude confidence and persist in challenges 
(Hmieleski and Baron, 2009).  Unfortunately, optimism can have detrimental effects on help-
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seeking behavior due to overconfidence in either the entrepreneur’s ability or the probability of 
solving problems using existing resources.   
 We anticipate that entrepreneurs high in dispositional optimism will be less likely to seek 
help than entrepreneurs low in dispositional optimism. However, unlike the need for 
achievement moderation, optimism may lead entrepreneurs to believe that social sources of help 
will be effective in resolving their problems. Finally, optimism theoretically weakens reciprocity 
concerns (Munyon et al., 2010), suggesting that entrepreneurs will be less concerned about 
reciprocating received help as their optimism increases. Thus, entrepreneurs should seek out 
social sources of help more than economic sources of help as their optimism levels increase. 
 Political skill. Political skill is characterized in the literature as a social effectiveness 
construct that is described as interpersonal savvy enabling individuals to have influence with 
others such that they are able to understand their peers, secure resources, and leverage influence 
(Munyon et al., 2015).  Theory on political skill states that political skill includes the ability to 
influence others through interpersonal processes that guide networking activities and helping 
behaviors (Munyon, et al., 2015).  Political skill has been shown to differentiate entrepreneur 
outcomes (Baron and Markman, 2003), suggesting it also will play a role in the help-seeking 
process.   
Specifically, politically-skilled entrepreneurs should be less concerned with the help-
seeker’s dilemma as their political skill increases. This effect occurs because political skill helps 
entrepreneurs frame issues and problems in a way that makes them look competent to others 
(Ferris et al., 2005; 2007). Entrepreneurs will also be more likely to leverage social sources of 
help as they gain more political skill because they can effectively build and leverage social 
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networks (Bolander et al., 2015; Ferris et al., 2005; Treadway et al., 2007). Consequently, 
entrepreneurs will be more likely to seek help from social sources as their political skill increases. 
General Cognitive Ability. General cognitive ability has been demonstrated to impact 
performance on any job (Hunter, 1986).  Cognitive ability is generally understood to be the 
ability to learn (Hunter, 1986; Schmidt, 2002).  Research has shown that individuals with higher 
cognitive ability tend to make better decisions (LePine et al., 2000).  In terms of help-seeking, 
higher levels of cognitive ability would allow the entrepreneur to make solid decisions about the 
type of help that they need, who to get help from, and how to apply the information or resources 
that they receive in a way that allows for the best outcomes for the venture.  However, increased 
levels of cognitive ability may lead to over-confidence in one’s ability to address problems 
without help and result in a reduction of help-seeking. 
Thus, we anticipate that general cognitive ability will generally cause entrepreneurs not 
to seek assistance from others. When they do seek assistance, they will likely seek it from 
economic sources since these helping sources carry less threat of stigma. 
Industry Experience. Industry experience is characterized as the individual’s experience 
within a particular area of work (Cassar, 2014).  Individuals carry the knowledge gained from 
their previous line of work with them into their future endeavors, including entrepreneurship.  
Entrepreneurs come from a variety of different backgrounds, with different areas and levels of 
expertise.  This diversity of experience should also theoretically influence help-seeking behavior.  
 If an entrepreneur were to begin their venture in an area where they have previous 
experience, established connections, and received tacit knowledge, they may need less help than 
if they engage in entrepreneurship within an entirely different industry. Furthermore, if the 
entrepreneur were to need assistance in a familiar industry, they would likely know the social 
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sources of help to target for assistance. Conversely, an entrepreneur in a new industry may need 
more help and lack the knowledge of how to access that assistance most efficiently, and 
entrepreneurs operating in “unfamiliar” territory may be more apt to seek out economic sources 
of help. Thus, we propose: 
Proposition 4: Entrepreneur differences affect the help-seeking process. Specifically, an 
entrepreneur’s need for achievement, political skill, general cognitive ability, and 
industry experience all influence when the entrepreneur engages in help-seeking, and the 
source of the help-seeking request. 
 Beyond their personal traits and characteristics, entrepreneurs are influenced by the 
context of the industry in which they are involved (Johns, 2006). Thus, we now consider how 
industry differences affect entrepreneur help-seeking. 
Industry Differences 
Variations among industries have a profound impact on the number of new ventures 
founded.  Factors such as the level of competition, income potential, and growth all affect the 
number of new ventures created (Shane, 2003). Research argues that differences such as 
knowledge conditions, market variations, life cycle, and industry structure impact opportunity 
exploitation and, therefore, venture creation (Shane, 2003).   
Help-seeking behavior particularly impacts knowledge conditions which are defined by 
Shane (2003) as “aspects of the industry that affect how people gather information about the 
production of goods and services” (p.120).  Demand conditions and an industry’s life cycle are 
industry differences that are not easily manipulated or malleable.  However, based on the 
resources and knowledge available, knowledge conditions can create an opportunity for venture 
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success if help-seeking is leveraged effectively.  Help-seeking can provide the entrepreneur 
insight into how new knowledge is created and its source (customers, suppliers, etc.).   
Furthermore, industries vary in competitiveness such that some industries normalize 
helping behaviors while others stigmatize those behaviors because individuals in those industries 
see helping others as an appropriate or inappropriate based on the professional norms (Bruton et 
al., 2010; Scott, 2007).  Also, some industries have high entrance barriers that can inhibit 
entrepreneurs from starting new ventures without the assistance of someone who is 
knowledgeable about the type of business.  
Institutional theory states that behavior is often influenced by normative values in 
professional and organizational interactions (Bruton et al., 2010).  These systems of norms 
within an industry provide guidelines that can either promote or discourage help-seeking by 
shaping individuals such that they support or limit the behavior.  
For example, in emergent industries with few key players, entrepreneurs are likely to 
have less access to economic sources of help, and may even have to rely on competitors for 
needed assistance via the mechanisms of coopetition. However, entrepreneurs in more mature 
industries may have greater economic resources available to support their new ventures. Thus, 
Proposition 5: Entrepreneurs in emergent industries will be more likely to seek help from 
social, rather than economic, sources of help, than entrepreneurs operating in mature or 
maturing industries.  
Potential Outcomes of Entrepreneur Help-seeking Behavior 
In spite of the significant literature addressing the process of help-seeking and helping, 
many outcomes of help-seeking are only implied in the current literature (e.g., Cleavenger and 
Munyon, 2015). However, for entrepreneurs, the potential consequences of help-seeking include 
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reciprocity demands, time demands, burnout, venture survival and functions as well as health and 
well-being outcomes for the entrepreneur.  The potential outcomes of help-seeking behavior 
stretch beyond the boundaries of the new venture and also include the entrepreneur’s well-being 
and relationships. We now briefly consider these outcomes. 
Reciprocity Demands 
Although help-seeking has been widely viewed as a positive construct in the literature, it 
is not wholly without consequence. Reciprocity has been characterized as a shared exchange of 
goods and services (Gouldner, 1960).  According to Gouldner (1960), reciprocity comes with its 
own set of consequences; i.e., when we engage in social exchange, such as help-seeking, we 
become obligated to someone based on that individual’s past behaviors.  Thus, the help recipient 
has conditional obligations based on the perceived value of the help received.   
Time Demands 
Help-seeking also does not occur without some cost. Identifying the problem, selecting 
the appropriate person or venue to ask for help, and actively pursuing that option all require a 
time investment (Lee, 1997).  Entrepreneurs often seek help early in their ventures when time, 
along with other resources, is limited.  The challenge of seeking needed help without creating 
more problems by taxing the entrepreneur’s limited time and energy can lead to additional strain. 
Stress and Strain 
 Work that includes high demands and low resources often increases stress (Cardon and 
Patel, 2015).  Entrepreneurs tend to face both of these issues because they are required to fulfill 
many different roles while seeking both to establish legitimacy and gain resources for their 
venture, often without social support (Baron, 2010; Cardon and Patel, 2015).  Entrepreneurs may 
seek help in order to mitigate some of the role ambiguity and stress that they are experiencing.   
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 In addition, the entrepreneur faces strain based on the social costs of seeking help.  By 
seeking others’ assistance, entrepreneurs admit a lack of both knowledge and competence, thus 
threatening their sense of power and self-image (Lee, 1997).   
Although much of the helping literature’s focus has been on the help seeker, there are 
some implications for helpers that should also be noted.  Providing help to others involves both 
costs and benefits.  According to Uy, Lin and Ilies’ study (2017) help givers found that while 
some work-related behaviors were depleting and emotionally exhausting, helping others 
provided them with a renewed sense of self.  Lanaj, Johnson, and Wang (2016) found that while 
some individuals were motivated by such prosocial behaviors, others who desired to be helpful 
still found the effort depleting due to consumption of attention and energy.  Furthermore, when 
researching help-seeking among teammates, Mueller and Kamdar (2011) found that high levels 
of help reduced creativity within the team; thus these researchers concluded that the reciprocal 
relationship of helping can diminish benefits over time.  
Venture Survival and Functioning 
It is challenging for entrepreneurs to acquire the knowledge necessary to successfully 
establish and grow their ventures (Kirchoff, 1994). Engaging in help-seeking allows the 
entrepreneur to gain information and resources that support a positive result for their venture 
(Studdard and Munchus, 2009).  Lee (2002) found that help-seeking behavior has a significant, 
positive effect on organizational success because of knowledge gained in the process.  This 
knowledge is a positive consequence of seeking help.    The entrepreneur is better able to acquire 
and leverage resources, thus minimizing the risk of failure and lack of growth that often occur 
with new ventures (Aldrich, 2000; Kirchoff, 1994; Studdard and Munchus, 2009). 
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Entrepreneur Health and Well-being 
 Cardon and Patel (2015) found not only that entrepreneurs experience higher levels of 
stress than employees, but also that the effects of the stress are different for entrepreneurs due to 
increased complexity and uncertainty.  This stress has a strong negative impact on their health 
and well-being over the long term and is exacerbated by the lack of social support the 
entrepreneur often experiences (Baron, 2010; Cardon and Patel, 2015).  Help-seeking assists in 
mitigating these effects by providing the entrepreneur much needed support as well as reducing 
the strain of role ambiguity, defined as “the perceived uncertainty of how to perform in the role 
of entrepreneur” (Wincent and Örtqvist, 2009, p.227; Buttner, 1992; Cardon and Patel, 2015). 
Thus, we propose: 
Proposition 6: Entrepreneur help-seeking affects their personal reciprocity demands, 
time demands, and stress and strain. The help-seeking process also has venture-level 
implications for functioning and survival. Finally, the help-seeking process affects the 
entrepreneur’s personal well-being and relationships.  
Contributions 
 Help-seeking commonly occurs in everyday society and is an important part of how 
people overcome challenges such as lack of a particular skill or information.  Social psychology 
has described the many individual-level antecedents and various processes influencing a person’s 
choice to seek help or not, but very little is known about how these factors interact in the 
entrepreneurial context. Thus, this essay’s primary intention is to theorize how entrepreneurs 
choose to seek help, and how this process impacts their well-being and the functioning of their 
ventures.    
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Demonstrating the intersection of help-seeking and entrepreneurship, this essay 
contributes in several ways.  Most research examining help-seeking behavior looks through the 
lens of psychology and social psychology, and researchers have then connected it to the broader 
organization literature.  While these studies are important and lay a strong foundation as to how 
help-seeking influences environmental processes, the behavior has not been related directly to 
entrepreneurs who provide a unique context through which to study help-seeking.   
Similarly, this paper contributes to the help-seeking literature by identifying contextual 
conditions that suggest that help-seeking may be different in the entrepreneurial context.  Help-
seeking has distinctive features that are contrary to what research shows about entrepreneurs, 
namely that their need for independence and their strong identification with their ventures can 
potentially provide additional challenges to engaging in help-seeking behavior.  The decision to 
seek help can positively and negatively affect the entrepreneur, representing a potential tradeoff. 
Soliciting assistance from others allows the entrepreneur to gain needed information and 
resources to solve problems more efficiently.  Conversely, help-seeking is also costly in terms of 
both the time required to select the proper source of help and potentially stressful future 
reciprocity expectations. Our model extrapolates several of the conditions that affect this tradeoff, 
enabling future researchers to theoretically test how entrepreneurs gain needed assistance. 
Third, this work also contributes to the entrepreneurship literature by developing theory 
for a previously neglected “black box.” Entrepreneurship literature to date has largely neglected 
the help-seeking process, and our model enables researchers to consider how cognitive decision-
making processes innate in help-seeking impact entrepreneurs and their ventures.    
Fourth, the entrepreneurial venture differs from the traditional, established organization 
in several ways, including the lack of an established pathway for development and knowledge 
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transfer.  This difference forces the entrepreneurs to develop their own means of gaining needed 
information and resources in order for their ventures to survive, and this paper is one of the first 
to differentiate new ventures from more established organizational forms. In doing so, we 
provide scholars with new insights into the unique contextual challenges that entrepreneurs face, 
and, by extension, offer new insights into factors that potentially differentiate new venture 
success or failure. 
Finally, this conceptual paper has both theoretical and practical implications.  By 
examining help-seeking behavior within a new context with attributes that differ from 
established organizations, we can assist with informing entrepreneurs and entrepreneurship 
researchers as to how entrepreneurs can best implement help-seeking behavior in order to allow 
them to operate their ventures more efficiently and improve their outcomes. 
Limitations 
 There are several limitations that impact this essay. First, our model is theoretical and 
conceptual in nature. As such, we are aware that it is overly simplified, and that future research 
will be needed to “fill in the gaps” with regard to the complex process of help-seeking. Second, 
our model is necessarily cognitive in nature, describing the decision-making process of help-
making for entrepreneurs. In doing so, we are aware that we have neglected the affective, or 
emotional, components that may also play a powerful role in help-seeking. Emotions such as 
pride, hope, enthusiasm, and even despondency can powerfully impact how individuals make 
decisions, and future research is needed to unpack how emotions impact the help-seeking process 
for both entrepreneurs and non-entrepreneurs. Finally, our model implies that helping is received, 
and that such help subsequently impacts the venture. As the study of entrepreneur help-seeking is 
in its own infancy, this is appropriate and commensurate with the limitations of a single essay. 
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Nevertheless, prior theory (e.g., Bamberger, 2009; Cleavenger and Munyon, 2015) suggests that 
help-seeking may not be effective in gaining needed assistance. Thus, the timing and quality of 
received help is of critical importance for future researchers. 
Future Research 
 One implied aim of this essay was to highlight the critical importance of help-seeking 
processes for entrepreneurs, and there are a number of ways for future research to progress 
beyond our theoretical treatment. First, we encourage scholars to begin empirically testing the 
relationships that we have specified in this essay using primary data. Although secondary data is 
quite useful for establishing antecedent – consequence relationships in entrepreneurship, primary 
data is powerful as a tool to “get inside the head” of entrepreneurs, and survey-based and 
experimental approaches offer particular promise here (cf., Jiang et al., 2018).  
Second, we encourage scholars to enrich the specification of our theoretical model. For 
example, there is great promise to explore where entrepreneurs gain assistance at different stages 
of their venture’s development. We have assumed a largely static framework in our model, but it 
is likely that entrepreneurs learn and adapt their help-seeking behaviors as the venture grows and 
begins to mature.  
Similarly, we have assumed the presence of a single entrepreneur in our model, but are 
aware that many ventures also begin using entrepreneurial teams. We expect that many of the 
cognitive decision-making processes extrapolated here will hold for entrepreneurial teams, but 
these teams may also develop transactive memory systems and shared mental models that lessen 
the need for help-seeking outside of the venture. This outcome may explain differential success 
rates of ventures started by single entrepreneurs when compared to those founded by 
entrepreneurial teams. 
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Fourth, entrepreneurs are often bound by the influences of angel and venture capital 
partners as they grow their ventures. We anticipate that the presence of angel or VC partnerships 
will change how entrepreneurs seek help, and may indeed provide them with a context more 
similar to established organizational forms, complete with role requirements and demands from 
concerned investors. 
Finally, it would be fruitful to explore how social learning and help-seeking occurs for 
entrepreneurs who grew up in entrepreneurial families, or who are in close relationships with 
successful entrepreneurs. On one hand, social learning may be easier for entrepreneurs who have 
easy access to entrepreneurs in their family and friend networks. However, on the other hand, 
entrepreneurs may be less likely to seek out help from these friends as they seek to demonstrate 
their unique capabilities in beginning and growing new ventures. 
Finally, given the difficulty of capturing this help-seeking process in the field, we 
encourage scholars to pursue alternative sources of research, such as experiments and even 
content analyses of biographies and historical works. Our understanding of entrepreneur help-
seeking processes will be greatly enhanced by the use of multiple methods. 
Conclusion 
 Help-seeking is a critical process at work, and this essay considered how entrepreneurs 
seek help to guide the development of their new ventures. Our essay establishes a foundation for 
the study of help-seeking in new ventures, and we hope that it will stimulate new research to 
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Table 1.1 Summary of selected research: Help-seeking in organizations 
 
Author(s) Method Sample Description Results 
Bamberger, 
2009 
Conceptual N/A Unpacks the 
antecedents and 
consequences of 













seeking is dependent 
upon whether the 
individuals seeking 










Survey  55 teams of 
engineers 
Help seeking may 
incur reciprocation 
costs that inhibit 
creativity in a team 
setting 
 
High levels of help 
reduced creativity 
of teams 
Hofmann, Lei & 
Grant, 2009 
Survey 146 nurses Explores the 
(perceived) cost of 
seeking help based 
on perceptions of 
superiors/experts 
 
Found support for 
seeking help from 
peers 
Nadler, Ellis, & 
Bar, 2013 
Survey & archival 
data 
35 production or 
maintenance 
employees 
Explores the level of 
employee help 









Shapiro, 1978 Experiment 60 Undergraduate 
students; female 
Explores the 
likelihood of help 
seeking when 
seeking help and 
task performance are 
private vs. public 
 
Individuals are more 
likely to seek help 
when poor 
performance would 







Table 1.1 continued 
 
Author(s) Method Sample Description Results 
Lee, 1999 2 studies; Study 1: 
experiment  
Study 2: online data 
Study 1: 53 
Undergraduate 
students; Study 2: 
365 messages 
from online help 
system 
The study examined 
the differences 
between help 
seeking and social 
support for major 
events and daily 









Survey 237 dyads; 
supervisor-
subordinates 
This paper looks at 
relationship quality 
and help seeking 
behaviors 
 




Bowler & Brass, 
2006 





This paper looked at 
the role of social 
networks in ICB 
 
Found support for 
ICB 
Lanaj, Johnson 
& Wang, 2016 
Experience sampling 
method 
68 executive MBA 
students 
Looks at the cost and 
benefits of helping 
from the 









& Flynn, 2017 
4 experiments Study 1: 200 
participants; 50 
from 2 U.S 
universities; Study 
2: 224 Amazon 
Mechanical Turk 
participants; Study 
3: 169 Amazon 
Mechanical Turk 
participants; Study 


















and helping norms 





and helping norms 







Table 1.1 continued 
 
Author(s) Method Sample Description Results 
Sirola & Pitesa, 
2016 
4 studies; Study 1: 
survey; Study 2: 
experiment; Study 3: 
experiment; Study 4: 
field study 
Study 1: archival 
data; Study 2: 231 
employees of U.S. 
firms; Study 3: 212 
employees of U.S. 




Impact of economic 
downturn on 
helping behaviors 




likelihood of helping 
at work 
Burke & Weir, 
1978 






Support for variation 
in helping behaviors 
and work climate 
Lee, 1997 2 studies; experiment, 
observation and 
surveys 
Study 1: 153 
students; Study 2: 
184 doctors and 198 
nurses 
 










& Walter, 2015 
Survey 297 dyads Explores relationship 
between helping 




Workers who are 





& Scott, 2016 
Experience sampling 82 employees Looks at the costs 
and benefits of 
OCB 
 
OCB positively related 
to positive affect 




102 participants Relationship between 
help and surface 
acting 
 
Support for giving 
help and restoring 
one’s sense of self 
 
Grodal, Nelson, 
& Siino, 2015 
Observation; inductive 
qualitative study 
Engineers Looks at help giving 











Experiment 457 undergraduate 
students 






help faster when 
goals are 
interdependent and 
under the condition 
of anonymity 
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Table 1.2 Glossary 
  
Construct Definition Citation 
Help-seeking An interpersonal process involving the 
request for assistance to manage a 
problem 
Bamberger, 2009 
Problem Salience Noticeable, important, or attracting 
attention but also as relative to the 
current context 
Fiske & Taylor, 2013 
Help-seeker’s Dilemma The trade-off between the benefits of 
asking for help and the costs 
Bamberger, 2009; Nadler 
1991;1997 
Economic Sources of Help Provide support to entrepreneurs 
based on contracts and financial 
exchange 
Rickwood et al., 2005 
Social Sources of Help Includes friends, family, mentors, and 
others with whom the entrepreneur has 
a personal relationship 
Rickwood et al., 2005 
Achievement Motivation The desire to show behavior that 
indicates high levels of ability, or 
avoid indication of low levels of 
ability 
Nicholls, 1984 
Optimism A general expectation for positive 
outcomes 
Hmieleski & Baron, 2009 
Political Skill A social effectiveness construct that is 
described as interpersonal savvy that 
enables individuals to have influence 
with others such that they are able to 
understand their peers, secure 
resources, and leverage that influence 
Munyon et al., 2015 
Cognitive Ability The ability to learn Hunter, 1986 
Industry Experience The individual’s experience within a 












Entrepreneurs face unique and difficult challenges when operating and growing new 
ventures. Thus, entrepreneurship represents a context in which existing help-seeking assumptions 
may not apply, and where success or failure at help-seeking has potentially significant 
implications for venture survival and entrepreneurs. Human capital theory proposes that 
individuals possess accumulated knowledge and experience that enable productivity. However, 
gained knowledge and experience are often idiosyncratic to a specific industry, and may not be 
transferrable to other industries. This proposition raises the question that prior industry 
experience may affect how entrepreneurs adapt and gain needed assistance when operating and 
growing their ventures, with longer tenured entrepreneurs seeking help in different ways than 
less tenured entrepreneurs. Thus, this essay examines how entrepreneur experience moderates 
the relationship between problem salience and help-seeking responses. Drawing on an empirical 
sample of American entrepreneurs, I explore this key relationship, and shed new light on the 




The road to entrepreneurial success is fraught with peril and ambiguity, as evidenced by 
the high rate of new venture failures. As a result, scholars have explored many of the external 
and internal factors that precipitate venture success or failure (e.g., Cooper, Gimeno-Gascon, & 
Woo, 1994; Zacharakis, Meyer & DeCastro, 1999), finding that a combination of environmental, 
industry-specific, and individual-level factors impact venture survival. Furthermore, this body of 
literature recognizes that many of these factors are not within the entrepreneur’s control; 
consequently, there is a need to understand the malleable processes the entrepreneur does control.  
Seeking and gaining needed help is one such process (Bamberger, 2009), which can affect both 
venture success and entrepreneurial well-being. 
Help-seeking allows entrepreneurs to gain access to information and resources that offer 
support and solutions (Bamberger, 2009).  However, knowledge about entrepreneurial help-
seeking processes remains limited.  Help-seeking is a proactive, problem-focused behavior 
grounded in social and economic exchanges (Bamberger, 2009); that is, one party needs a 
solution to a problem, identifies another party who can potentially provide help, and actively 
seeks out that person.  However, this task is not as straightforward as it may seem. 
Entrepreneurs are often characterized as independent people who appreciate autonomy 
(Douglas, 2013), suggesting that they may resist the interdependent and reciprocal nature of 
help-seeking processes (Berkowitz, 1972). This issue is compounded by the “help-seeker’s 
dilemma” (Nadler, 1991), which is the tendency of individuals to avoid seeking help because of 
self-presentation concerns and reciprocity obligations (e.g., Cleavenger & Munyon, 2015).  
Theoretically, help-seeking creates a tension between potential benefits and the social and 
psychological costs of requesting help (Bamberger, 2009) that may prevent entrepreneurs from 
 49 
seeking assistance because of their desire to eliminate potential threats to their self-esteem.  As 
most entrepreneurs seek to gain legitimacy for themselves and their venture, they are concerned 
with any of help-seeking’s potentially negative impacts on their reputation (Cleavenger & 
Munyon, 2015). 
Research has shown help-seeking behavior to be salient within organizations (Burke & 
Weir, 1978; Lee, 1997; Gellar & Bamberger 2012; Nadler, Ellis & Bar, 2003), and the behavior 
is characterized as essential for knowledge transfer and important in furthering an organization’s 
objectives (Organ, 1988; Grodal, Nelson & Siino, 2015).  While these findings have been 
supported in established organizations, entrepreneurship provides a unique context in which to 
study this behavior due to the non-traditional environment and circumstances in which help-
seeking occurs. However, we are aware of no research that explores the types of problems and 
problem characteristics that precipitate an entrepreneur’s help-seeking behavior. 
Ultimately, the decision to seek help can be shaped by factors that include individual 
characteristics, such as gender, experience, and self-esteem, as well as the type of problem, and 
the availability of resources and support (Bamberger, 2009).  However, human capital theory 
(Aharoni, 1993; Becker, 1975; Mahoney & Pandian, 1992) also suggests that help-seeking may 
depend on an entrepreneur’s prior experience and knowledge. Specifically, if entrepreneurs work 
in an industry in which they do not have prior experience, the novelty of the industry may not 
only increase the frequency and severity of their problems, but also decrease their ability to 
access needed assistance.  Conversely, entrepreneurs who begin a venture in a familiar industry 
may be more knowledgeable about potential pitfalls and sources of help available, enabling them 
to secure assistance more efficiently and avoid key problems.  Beyond identifying the nature of 
problems affecting entrepreneurial help-seeking, human capital theory suggests that industry-
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specific experience acts as a moderator affecting entrepreneurial help-seeking. Thus, this paper’s 
purpose is to explore how problem salience (defined as problem frequency and severity) and 
industry novelty affect entrepreneurial help-seeking behavior. 
Several contributions result from this investigation. First, help-seeking theory is extended 
to an entrepreneurial context. Entrepreneurs work in dynamic and often complex environments 
(Fayolle, 2007). Consequently, there is a need to understand whether the assumptions of help-
seeking research extend to the entrepreneurship domain. Second, the types of problems 
entrepreneur’s face are considered and differentiated.  Third, the influence of human capital, and 
specifically prior experience, is considered as a boundary condition affecting how problems 
precipitate entrepreneurs’ help-seeking responses. In summary, this investigation provides a 
theoretically-grounded exploration of entrepreneurial help-seeking, including an extrapolation of 
human capital theory’s effects in this process.  
Theory and Hypotheses Development 
Entrepreneurs face many problems when creating a new venture (Terpstra & Olson, 
1993).  Indeed, recognizing problems at varying stages of the start-up process is critical to 
survival as new ventures are often vulnerable due to minimal resources available to create a 
buffer from the environment (Dodge et al., 1994).  Research cites financial, marketing, location, 
and resource development among the challenges that entrepreneurs seek solutions to address 
(Nayyar et al., 2007; Aldrich & Martinez 2001).  Scholars go on to list several problems that are 
observed during the start-up process, including poor product performance, lack of awareness 
regarding competitors, and poor start-up timing (Terpstra & Olsen 1993).  Entrepreneurs are in a 
unique position in that they must make all the decisions that are typically made at multiple levels 
within a firm (i.e., upper and mid-level management).  They are required to assume multiple 
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roles, making and implementing both short and long-term decisions that encompass everything 
from daily operations to long-term strategic planning.  Moreover, it has been argued that 
entrepreneurship’s nature invites a level of uncertainty and complexity not found in more 
established organizations. For example, Busenitz and Barney (1997) argued that while managers 
in established organizations generally have the benefit of established routines, performance 
records, and historical trends to aid them in making decisions, entrepreneurs lack those 
advantages but must still resolve problems with limited information.   
However, theoretically, not all problems elicit a help-seeking response from 
entrepreneurs; and theory suggests that problem salience may differentiate between significant 
and insignificant problems (see Tallman, Leik, Gray, & Stafford, 1993). Specifically, problem 
salience reflects both the frequency and difficulty of problems an entrepreneur encounters. This 
description accommodates the cognitive accessibility of problems entrepreneurs face, assuming 
that they operate with limited cognition (March & Simon, 1958). Furthermore, the description 
addresses the perceived difficulty in resolving those problems, collectively affecting their 
propensity for help-seeking (or other reactions) (see Tallman et al., 1993). 
Entrepreneurs are likely to encounter some challenges that are more difficult than others.  
As entrepreneurs continue facing problems for which they are unable to find a viable solution (i.e. 
problem difficulty) they are more likely to seek outside assistance for additional insight and 
information.  According to Tallman and colleagues (1993), awareness of the problem is a key 
antecedent to engaging in problem solving behavior.  Logic indicates that if individuals 
repeatedly encounter the same problem (i.e. problem frequency), then there is increased 
awareness of the problem. Following Tallman et al.’s (1993) theory of problem solving behavior, 
acknowledging the problem and the desire to solve problem are both important antecedents to 
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problem solving behaviors, and this is a similar pattern in entrepreneurship as entrepreneurs seek 
to ensure the survival and prosperity of their ventures (Baum & Locke, 2004).  Furthermore, 
scholarship on workplace motivations and expectancy theory states that individuals will opt for 
behaviors leading to outcomes they value (Steers, Mowday, & Shapiro 2004).  Thus, 
entrepreneurs are uniquely motivated to engage in help-seeking behaviors because the 
information and resources provided would potentially move them toward addressing any issues 
that would otherwise prevent their venture from being successful.  In entrepreneurship, problem 
solving is essential for business success (Alpander, Carter, & Forsgren, 1990), and thus problem 
salience is the driver that influences the entrepreneur to seek out the help that they need. 
Accordingly, problem salience is a critical theoretical antecedent to help-seeking behavior by 
entrepreneurs. Thus, I propose: 
Hypothesis 1: Problem salience is positively related to entrepreneurial help-seeking. 
There has been some disagreement in the literature regarding the importance of the 
entrepreneur’s characteristics in a new venture’s performance. For example, Sandberg and Hofer 
(1987) reject the notion found in traditional models of new venture performance that focus on the 
entrepreneur determining the venture’s success.  However, other research claims that industry 
and start-up experience develops entrepreneurs such that their subsequent expectations are more 
realistic, leading to less biased decision-making, which is connected to improved performance 
forecasts (Cassar, 2014). Thus, although new venture survival is not solely related to the 
entrepreneur’s individual characteristics, this experience, knowledge, and abilities do impact the 
decisions they make, and also how they respond to problem contingencies. 
Knowledge is an essential resource for a firm in terms of strategic significance and 
organizational capabilities (Grant, 1996).  The knowledge-based view states that individuals are 
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knowledge repositories (Grant, 1996; Nonaka, 1994); thus, entrepreneurs have insight and 
information gained from previous endeavors, adding a specific skill set and knowledge base that 
can be applied to their ventures.  Of course, merely having knowledge does not in itself 
constitute an advantage for the start-up venture; thus, we must examine how the resource is 
applied such that it creates an advantage for the organization (Sirmon et al., 2011).  Resource 
orchestration theory supports this idea stating that the advantage lies in how the resource (in this 
case, knowledge from past experience) is managed and leveraged (Sirmon et al., 2011).  
Experience can assist entrepreneurs in making better decisions.  Some researchers have 
argued that as entrepreneurs proceed through the lifecycle of their business, they are better able 
to address problems through the wisdom gained from previous experiences (Dodge, Fullerton & 
Robbins 1994).  These experiences enable entrepreneurs to improve their perceptions of 
problems.  Furthermore, entrepreneurs can use their industry experiences to increase access to 
resources that are valuable in the venture’s start-up stage (Kotha & George, 2012), which also 
speaks to the value of social ties that may be gained through experiences before the venture.  
Experience allows the entrepreneur to acquire industry-specific knowledge in the form of 
human capital (Cassar, 2014; Davidsson & Honig 2003).   Human capital theory states that 
knowledge allows individuals to be more productive and efficient (Becker, 1964; Davidsson & 
Honig, 2003; Mincer, 1974;Schulz, 1959). Research details multiple categories for human capital 
including education (both formal and informal), experience, knowledge, and skills (Florin et al., 
2003; Pfeffer, 1994; Sexton & Bowman, 1985; Unger et al., 2011).  Knowledge from previous 
experiences helps to create connections, which aid in assimilating into new situations (Davidsson 
& Honig, 2003; Weick, 1996).  Furthermore, research has indicated that experience influences an 
entrepreneur’s decision-making, asserting that past experience allows individuals to make 
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decisions more quickly, creating greater efficiencies that are essential in a young firm 
(Eisenhardt & Schoonhoven, 1990).  Cassar (2014) argues that an entrepreneur’s industry 
experience can improve judgment and his or her ability to evaluate alternative actions within the 
venture. Eisenhardt and Schoonhoven (1990) further illuminate this point stating that individuals 
with greater experience have knowledge of how the industry works, while those who are new 
bring a different perspective.  Conversely, entrepreneurs who begin their ventures without 
industry experience may lack needed expertise regarding the types of problems, and problem-
solving resources which are available to them leading to an increased need to seek help. 
The moderating influence of entrepreneur experience looks at how the entrepreneur will 
be more or less likely to seek help based on prior experience.  Entrepreneurs with more industry-
specific experience will be more likely to know what resources are necessary to resolve problems 
based on knowledge acquired from past industry or start-up experience reducing the need to seek 
help from others; whereas, entrepreneurs who lack this experience are less likely to have a clear 
understanding of how to efficiently gain the knowledge or resources needed to resolve their more 
salient problems thereby increasing their likelihood of engaging in help-seeking behavior.  
Therefore, 
Hypothesis 2: Entrepreneurial experience moderates the relationship between problem 
salience and entrepreneurial help-seeking, such that the positive relationship is 
weakened (strengthened) as experience increases (decreases). 
Finally, although I anticipate that entrepreneur experience will affect the magnitude of 
entrepreneurial help-seeking, both economic and social sources of help are available to 
entrepreneurs to resolve difficult problems. I also anticipate that experience will have an effect 
on the sources of help entrepreneurs solicit. According to Eisenhardt and Schoonhoven (1990), 
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prior experience influences the entrepreneur’s strategic decisions and tactics, most notably their 
ability to navigate constraints. Theoretically, their experience allows the entrepreneur to make 
better decisions about when and where to seek help. Specifically, prior experience should enable 
entrepreneurs to engage in social exchanges with industry-specific peers or former colleagues 
based on prior relationships, while industry novelty may result in entrepreneurs being more 
likely to seek economic sources of help due to a lack of established relationship.  Therefore, 
Hypothesis 3a: Entrepreneur experience moderates the relationship between problem 
salience and the source of help solicited. Specifically, entrepreneurs are more likely to 
seek help from social sources as experience increases.  
Hypothesis 3b: Entrepreneur experience moderates the relationship between problem 
salience and the source of help solicited.  Specifically, entrepreneurs are more likely to 
seek help from economic sources as experience decreases. 
Method 
Sample and Data Collection 
 The sample consists of survey data collected from entrepreneurs, gathered across a 12-
week time span beginning May 2016 and concluding with a total of 213 observations.  The 
entrepreneurs were sampled from multiple states across the U.S.  This field survey represents a 
national panel of established entrepreneurs.  
 The data used to test the hypotheses listed above come from an original survey of 
entrepreneurs in the United States.  The sample was obtained by Qualtrics based on individuals 
who participated in a market research panel.  The participants were compensated for taking part 
in the survey.  Surveys were sent via email to screened volunteers; screening questions included 
a) confirmation that the participant was at least 18 years of age, b) that the participant was not 
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currently incarcerated, and c) the participant was currently running a business that they had 
founded.  
 The initial survey included 225 completed surveys with usable responses.  This first 
survey was unique from the other two and included demographic measures while the second and 
third were identical to one another and included questions relating to the entrepreneur’s behavior 
regarding help-seeking and venture outcomes.  There were a total of 167 and 100 usable surveys, 
respectively, for the second and third data collections.  Participants in the survey had an average 
age of 52, nearly half (47%) considered themselves to be serial entrepreneurs with an average 
age of the venture at 16 years and 11 employees.   
Dependent Variable 
 Entrepreneur Help- Seeking. The dependent variable in this study, entrepreneur help-
seeking, is defined above as a behavior that is focused on gaining needed assistance for a 
problem (Bamberger, 2009).  This was measured using the items, “I seek help only after I have 
exhausted all other options” and “Asking for help is always the last option”.  The respondents 
answered using a 5-point Likert scale with a range of 1=strongly agree to 5=strongly disagree.  
The responses were reverse coded and averaged.  Scale reliability is α= .82. 
 Source of help.  This variable is described as individuals from whom the entrepreneur 
requests help with a specific problem.  This variable was measured item, “From whom do you 
seek help for firm-or work-related problems?”  This measure was developed by a co-author.  The 
respondents chose from 15 options under the heading “I seek help from them” using a 5-point 
Likert scale ranging from 1 (strongly agree) to 5(strongly disagree).  Responses were reverse 
coded, categorized into economic sources of help and social sources of help, and then averaged.  
Economic sources of help include investors, consultants, local business contacts and technical 
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trade publications.  Social sources of help include employees, other entrepreneurs, family, 
friends, and mentors.  Scale reliability is at α= .74 for economic sources of help and α= .70 for 
social sources of help. 
Independent Variables 
 Problem Salience.  Following Fiske and Taylor’s (2013) definition of salience, problem 
salience can be described as a problem that exists in such a way that it attracts attention, or 
creates awareness.  In this research, I am examining problem salience as the combination of 
problem frequency and problem difficulty that the entrepreneur experiences.  That is to say that 
an entrepreneur is more aware of a problem based on how extensively it impacts them.  Problems 
that occur frequently and are difficult to address are problems that the entrepreneur is more likely 
to be aware of.   
 Survey respondents were asked to assess how frequently they have experienced problems 
within their firm by responding to an item stating, “ Which of the following problems have you 
experienced as an entrepreneur?”  There were a total of 13 separate items developed by co-
authors relating to many facets of the organization including operational, strategic and financial 
areas such as technology, supplier and customer relations, accounting, branding, and legal 
concerns.  Each of these items were rated independently on a 5-point Likert scale with a range of 
1=strongly agree to 5=strongly disagree.  Similarly, a survey item stating, “ Which of the 
following problems have you experienced as an entrepreneur?”   Respondents were asked to 
indicate the difficulty of the problem in each of the 13 categories.  Each of these items was rated 
on a 5-point Likert scale with a range of 1=strongly agree to 5=strongly disagree.   
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A new variable problem salience was calculated from these measures by reverse coding 
the responses, averaging the difficulty and frequency, and then multiplying the totals from each 
category.  Scale reliability is α=.907 for entrepreneur problems and α=.916 for problem difficulty. 
Entrepreneur experience.  For the purposes of this research I am defining entrepreneur 
experience as the number of years of direct entrepreneurship experience.  This follows previous 
research that used number of years to measure experience (Cassar, 2014; Kotha & George, 2012).  
This single-item measure was collected by asking survey respondents the following question, 
“How many years have you been an entrepreneur?”  
 Control variables.  For this study I controlled for sex and minority status, in order to 
account for and exclude other potential explanations for the outcome. Sex was measured using a 
self-reported of male or female in response to the question, “What is your sex?”  Minority status 
was also self-reported with the question, “Are you a member of an ethnic or racial minority?”; 
respondents had the option to respond yes or no.  I controlled for these items to reduce the 




 The entrepreneurs in this data sample had an average age of 52, the average age of their 
business is 16 years with an average of 11 employees.  To avoid potential problems with multi-
collinearity, the variables were centered.   
 I used linear regression to test for main effects for Hypothesis 1 and 3; SPSS PROCESS 
was used to analyze the simple moderation for Hypothesis 2 and 3 (see Figure 2.1 and 2.2).  
Moderation is an appropriate choice for this analysis as it measures the extent of the effect of M 
(e.g. entrepreneur experience) on X (e.g. problem salience) and the outcome variable Y (e.g. help-
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seeking).  PROCESS is a regression-based framework that allows testing of multi-stage models 
including moderation and mediation (Hayes, 2013).   
Descriptive statistics and correlations are provided in Table 2.1.  In addition, I calculated 
variance inflation factor (VIF) scores (Hair, Anderson, Tatham & Black, 1998; Tabachnick & 
Fidell, 2001) to measure the extent of which collinearity among the predictor variables affected 
the regression model.  VIF scores of less than 5 are generally acceptable (Chatterjee & Price, 
1991; Hair et al., 1998).  The VIF scores were 1.000, suggesting that multi-collinearity is not 
negatively impacting the data. 
 Table 2.2 presents the regression results for Hypothesis 1.  Hypothesis 1 predicted a 
positive relationship between Problem Salience and Entrepreneur Help-Seeking; the regression 
shown in Table 2.2 displays an adjusted R2 value of .21, meaning that the variable in this model 
explains 21% of the variance in entrepreneur help-seeking.  There was a significant main effect 
for Problem Salience and Entrepreneur Help-seeking coefficient (β = .129, F(3, 227) = 19.92, 
p=<.001). Therefore, Hypothesis 1 is supported. 
 Table 2.3 presents the results for the moderation analysis for Hypothesis 2.  Hypothesis 2 
states that Entrepreneur Experience will moderate the relationship between Problem Salience 
and Entrepreneur Help-Seeking, such that increasing experience will weaken the positive 
relationship.  In order to test the interaction, the variables were mean centered.  Table 2.3 shows 
an unstandardized coefficient (β = -.00, p = .092) for the interaction between Problem Salience 
and Entrepreneur Experience on Entrepreneur Help-seeking. Thus, Hypothesis 2 is not 
supported.   
 Hypothesis 3 states that Entrepreneur Experience moderates the relationship between 
Problem Salience and the source of help. The second model (see Figure 2.2) predicts that 
 60 
entrepreneur experience has a positive relationship with social sources of help and a negative 
relationship with economic sources of help.  Tables 2.4 and 2.5 present the results for main 
effects represented in  Figure 2.2.  These results indicate a significant relationship between 
Problem Salience and Social Help as well as Economic Help.  The regression results for these 
relationship show an adjusted R2 value= .16 for Social Help and adjusted R2= .17 for Economic 
Help indicating that the variables account for 16% of the variance in the model for Social Help 
and 17% of the variance for Economic Help.  The regression results for the direct relationships 
shown in Table 2.4 indicates a significant main effect for Problem Salience and Social Help ( β 
= .12, F(3,227) =15.74, p <.001).  Table 2.5 indicates a significant main effect for Problem 
Salience and Economic Help (β coefficient=.14, F(3,227)= 16.97, p <.001). 
 Table 2.6 presents the results for the interaction in hypothesis 3.  The hypothesis states 
that Entrepreneur Experience moderates the relationship between Problem Salience and Source 
of Help.  In other words, the entrepreneur’s experience will influence their choice of where to 
seek help, from social sources or from economic sources.  The interaction with Economic Help 
and Entrepreneur Experience shows an unstandardized coefficient (β = -.004, p= .063).  This 
relationship finds marginal support for Hypothesis 3a.  The interaction with Social Help and 
Entrepreneur Experience shows an unstandardized coefficient (β = -.001, p= .455), and thus 
Hypothesis 3b is not supported.  
Discussion 
 This study contributes new information about the potential effects of problem salience 
and entrepreneur experience on help-seeking behavior.  In this research, I tested the relationships 
between entrepreneur problem salience, help-seeking behavior, and entrepreneur experience.  
The results indicate that entrepreneur experience influences not only help-seeking behavior, but 
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also the source of help that the entrepreneur chooses.  By integrating help-seeking theory with 
entrepreneurship, I find that problem salience, along with the entrepreneur’s experience, affect 
the entrepreneur’s help-seeking behavior.   
 This research contributes to the literature by extending the study of help-seeking to 
entrepreneurship. The literature thus far has clearly indicated that entrepreneurs encounter 
obstacles when starting new ventures, however, there has been limited information about the 
process to overcome these obstacles.  This research provides a foundation and initial empirical 
evidence for studying help-seeking behaviors in the entrepreneurship context. 
This study also extends human capital theory by including how an entrepreneur’s prior 
experience influences decision-making as it relates to help-seeking behavior.  This research 
provides insight as to how experience, and the knowledge that comes with it, has implications for 
the source of help that an entrepreneur may seek out in order to address specific problems 
experienced when starting and running a venture.  When an entrepreneur has more years of 
experience they may be more knowledgeable about whom to get help from, suggesting that prior 
experience influences where entrepreneurs turn for needed help.  In the following I discuss key 
theoretical findings of this paper.   
Research Implications 
The first key finding is that the frequency and difficulty of entrepreneur problems both 
influence help-seeking behavior.  This is consistent with theorizing presented in this paper and 
extends previous research on help-seeking, as well as entrepreneurial behavior, by offering an 
explanation of what drives entrepreneur help-seeking.  There has been little exploration of how 
entrepreneurs go about addressing the problems that occur when starting running their venture, 
and this research demonstrates that problem characteristics are influential in affecting 
entrepreneur help-seeking behavior.  
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The second finding is that entrepreneur experience directly influences their help-seeking 
behavior, but also influences where entrepreneurs turn for help. Specifically, I found that 
entrepreneur experience marginally strengthens the relationship between problem salience and 
help-seeking from social sources. At lower amounts of experience, the effect is weaker, while 
entrepreneurs with more experience are more likely to seek help from social sources.  This 
outcome makes sense; entrepreneurs with more experience may feel more confident seeking help 
from social sources compared to entrepreneurs with less experience.  In addition, when 
entrepreneurs with more experience seek help, they do so with the knowledge of who to get help 
from based on their past experiences.   
In addition, entrepreneurs with more experience may be better able to recognize, interpret, 
and articulate the problem that they are dealing with, whereas entrepreneurs with less experience 
may struggle with these areas leading to lower amounts of help-seeking behavior. Researchers 
should not only look at help-seeking as a whole, but also consider how the source of help may 
give different results that are impactful. 
 This study also has some aspects that were unsupported.  Hypothesis 2 looked at the 
interaction between Problem Salience and Entrepreneur Experience on the entrepreneur’s help-
seeking behavior, which was not supported.  While we did not find that the entrepreneur’s 
experience had an effect on their help-seeking behavior as a whole, we did find that when we 
looked at the source of help there were some marginal results (p = .063).  This tells us that the 
experience construct may be too broad and encompass too many factors to offer a clear picture of 
what is happening.  Researchers should examine the experience construct with more detail 
because this could offer better results and greater insight as to how experience influences help-
seeking among entrepreneurs.   
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I also did not find support for Hypothesis 3b, which stated that entrepreneur experience 
would moderate the relationship between problem salience and economic sources of help.  There 
are a couple of reasons why this outcome may have occurred.  There may be no relationship 
between experience and economic sources of help, or perhaps the entrepreneur may not seek 
economic help differently as experience increases.  In future research, a larger sample size than 
this study was able to obtain may offer more power and provide more robust results. 
 The results of this research broadly suggest that prior experience is likely to affect how 
entrepreneurs go about seeking help.  Therefore, researchers should be mindful that help-seeking 
research goes beyond the decision to seek help and must be further unpacked to get a deeper 
understanding of help-seeking processes and how boundary conditions, such as experience, have 
an effect on those processes. Specifically, researchers should examine how differences in the 
type of experience matter for entrepreneur help-seeking, including evaluating how industry-
specific experiences affect help-seeking and also considering non-linear effects.  In this paper, I 
examined if the number of years of experience matter for entrepreneur help-seeking behavior.  
Researchers have yet to unpack the specific help-seeking differences between entrepreneurs that 
are completely new to the start-up process versus those who have prior start up experience. 
 The findings of this study do support the idea that help-seeking is part of the process for 
entrepreneurs as they come across challenges in starting and managing their ventures.  The 
results demonstrate that when entrepreneurs encounter problems that they lack the knowledge or 
skillset to address, they are likely to engage in help-seeking behavior.  This outcome also 
suggests that the amount of experience that the entrepreneur has may have some influence on 
help-seeking behavior depending on the source of help.  This study provides evidence of the 
drivers behind entrepreneur help-seeking, evidenced by the main effects from overall of problem 
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salience on entrepreneur help-seeking behavior and the moderating factor of entrepreneur 
experience.   
Practical Implications 
 This study provides some valuable insights for entrepreneurs and the institutions that 
work to support their activities.  Entrepreneurs vary in their needs based on background and 
previous experience.  Entrepreneurs with minimal experience may need greater amounts of 
support than those who have more experience.  Indeed, offering entrepreneurs with little to no 
experience greater opportunities to connect with other entrepreneurs with varying amounts of 
experience would be beneficial in creating community and allow more opportunities to seek help 
on an informal basis.  New entrepreneurs should be mindful of concerns, such as the help-
seekers dilemma or self-presentation, which may cause them to avoid social sources of help.  
 These options should not be overlooked as they provide valuable resources.  
Based on the findings in this research, entrepreneurs should be mindful to seek out assistance at 
the early stage of problem development, which runs contrary to normal human propensity 
(Cleavenger & Munyon, 2015).  Additionally, the results here indicate that while entrepreneurs 
with more years of experience may be more likely to seek out social help they should not neglect 
other resources that are potentially available to them.  
 Limitations 
 While the current study has several strengths, there were limitations as well.  The survey 
used for this research was developed to collect data for a variety of constructs.  Whenever an 
instrument is used that is not designed specifically for a study there are unique challenges, such 
as ensuring that the data fit the purpose of the research and the nature of the questions.  Also, the 
sample is not truly random, the entrepreneurs were provided through Qualtrics.  And, since 
Qualtrics compensates the respondents, entrepreneurs who are running successful ventures may 
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be underrepresented.  However, due to the generous sample size it is likely that that results are 
generalizable despite these limitations. 
 Finally, I relied heavily on the entrepreneur’s experience in this paper; however, this is 
not the only boundary condition that is relevant to entrepreneurial help-seeking.  However, the 
entrepreneur’s experience is a necessary condition to consider when looking at their decision-
making.  Experience offers knowledge and understanding that is then applied to future decision-
making.  (Cassar, 2014; Davidsson & Honig, 2003; Weick, 1996) 
Future Research 
 Future research in this area should consider alternative means of data collection such as 
qualitative data that would allow for a deeper examination into the entrepreneur’s help-seeking 
process.  For example, what are some of the different sources of help and how do those 
differences manifest in the outcomes for the entrepreneur?  Other research could explore 
entrepreneur help-seeking processes, specifically, what is the process like when seeking out 
different sources of help, what is the decision-making process like for the entrepreneur, how are 
the sources approached, and is the help provided actually beneficial for the entrepreneur?  Since 
help-seeking is known as an adaptive process (Rickwood, et al., 2005), it would be interesting 
for scholars to explore how entrepreneurs adapt their help-seeking behaviors over the life of their 
venture.  Future research could also benefit from a truly random sample of entrepreneurs. 
 Additionally, since we know that entrepreneurs are not a homogeneous group, future 
research could look at how the help-seeking process differs between different types of 
entrepreneurs.  This line of research could include exploring how racial or ethnic background 
impact entrepreneur help-seeking, or the influence of socio-economic background.  When using 
minority status as a control I found that this particular construct was significant in the results, 
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indicating that there are perhaps differences in the way that minority entrepreneurs seek help.  
This specific area could yield promising outcomes for future research.   
Finally, future research could examine what factors act as barriers and facilitators to help-
seeking from the entrepreneur’s perspective.  Help-seeking research spans across disciplines 
including education, psychology, and organizational research; however, there is a lack of 
unifying theory that incorporates what scholars have learned about the behavior.  More theory 
development is needed in this area.   
Conclusion 
 
 This essay integrates entrepreneurship, help-seeking, and human capital research by 
investigating how the entrepreneur’s experience influences their help-seeking behaviors.  The 
findings show that experience has an effect on not only if the entrepreneur seeks help, but also 
the type of help that they seek.  Overall, the results of this study suggest that help-seeking 
behavior is nuanced and complex.  Further empirical and qualitative study is needed to test and 
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Table 2.1 Descriptive Statistics and Correlations  
 Descriptive Statistics  Pearson Correlations 
 Min Max Mean SD 1 2 3 4 5 
1. Problem Salience 0 6.90 1.66 1.25 1     
2. Entrepreneur Help-
Seeking 
1 5.00 1.63 .36 .44** 1    
3. Entrepreneur Experience 1 60.00 16.16 12.43 .05 -.03 1   
4. Sex 1 2 1.51 .50 -.02 -.02 -.08 1  
5. Minority Status 1 2 1.83 .37 -.00 -.12 .05 -.08 1 
N=228 




Table 2.2 Results for Main Effects of Problem Salience on Entrepreneur Help-seeking 
  Entrepreneur Help-Seeking 
  β ΔR2 
Step 1   
Sex -.019  
 (-.40)  
Minority Status -.12 .015 
 (-1.86)  
Step 2   
Sex -.014  
 (-.33)  
Minority Status -.117  
 (-2.02)  
Problem Salience .129 .195*** 
 (-7.44)  
 Adjusted R2=.21     
N=228  
  *p <=.05  **p <=.01  ***p <=.001 
 
   
 
Table 2.3 Results for Moderated Regression Analysis  
Predictor Coefficient  SE t P 
Constant 1.87 .14 12.97 .001 
Problem Salience .13 .02 6.39 .001 
Entrepreneur Experience -.00 .00 -1.06 .289 
Sex -.02 .04 -.50 .619 
Minority Status -.11 .07 -1.66 .097 
Problem Salience x Entrepreneur Experience -.00 .00 -1.69 .092 
Model Summary R2=.22         
N=228 




    Table 2.4 Results for Main Effects with Social Source of Help (Hypothesis 3a) 
  Entrepreneur Help-Seeking 
  β ΔR2 
Step 1   
Sex -.05  
 (-.93)  
Minority Status -.13 .017 
 (-1.84)  
Step 2   
Sex -.04  
 (-.91)  
Minority Status -.12  
 (-1.95)  
Problem Salience .12 .157*** 
 (-6.52)  
 Adjusted R2=.16     
N=228  
  p <=.05  **p <=.01  ***p <=.001 
   
Table 2.5 Results for Main Effects with Economic Source of Help  
(Hypothesis 3b) 
  Entrepreneur Help-Seeking 
  β ΔR2 
Step 1   
Sex -.13  
 (-2.17)  
Minority Status -.12 .02 
 (-1.56)  
Step 2   
Sex -.12  
 (-2.26)  
Minority Status -.12  
 (-1.65)  
Problem Salience .14 .157*** 
 (-6.56)  
 Adjusted R2=.17     
N=228  
  p <=.05  **p <=.01  ***p <=.001 




Table 2.6 Results for Moderated Regression Analysis (Hypothesis 3) 
Predictor Coefficient  SE t P 
Constant 1.90 .19 10.09 .001 
Sex -.13 .05 -2.37 .019 
Minority Status -.12 .09 -1.33 .180 
Entrepreneur Experience x Economic Help -.004 .00 -1.87 .063 
Model Summary R2=.20     
     
Constant 1.98 .15 13.13 .001 
Sex -.05 .05 -1.04 .301 
Minority Status -.12 .07 -1.69 .093 
Entrepreneur Experience x Social Help -.001 .001 -.75 .455 
Model Summary R2=.18     
N=228 
     
 




Table 2.7 Confirmatory Factor Analysis with Reliability 
 
 Entrepreneur Help-Seeking Entrepreneur Experience 
I seek help as the last option 0.922 0.034 
I do not seek help 0.922 -0.034 
Entrepreneur Tenure 0.000 1.000 




Table 2.8 Glossary 
	
Construct Definition Measurement 
Entrepreneur Help-seeking Behavior that is focused on gaining 
needed assistance for a problem  
“I seek help only after I have 
exhausted all other options” 




Entrepreneur Experience The number of years of direct 
entrepreneurship experience 
“How many years have you been 
an entrepreneur?”  
 
Source of Help Individuals from whom the 
entrepreneur requests help with a 
specific problem 
“From whom do you seek help 
for firm-or-work related 
problems?” 
 
Problem Salience The combination of problem 
frequency and problem difficulty that 
the entrepreneur experiences 
“ Which of the following 
problems have you experienced 





Pay Now or Later: An Investigation of the Consequences of 




Although research suggests that entrepreneurs rely on social exchanges to gain assistance 
via their social networks, economic sources of help are often available and may act as a 
substitute. However, the choice of each strategy carries tradeoffs with unknown consequences. 
For help gained through social exchange mechanisms, entrepreneurs are obligated through norms 
of reciprocity to help others in the future, while help gained through economic exchange requires 
the use of scarce financial resources. In this study, I evaluate the tradeoffs between these two 
help-seeking strategies as they affect entrepreneurs and their ventures. Specifically, I evaluate 
how social and economic exchanges affect entrepreneurial work tension and venture 
performance, and the downstream impacts of these choices on venture closure intentions. The 
results of this investigation help illuminate potential tradeoffs for entrepreneurs as they seek and 





The literature on help-seeking in organizations offers significant insight as to how 
helping processes occur between individuals in the workplace (e.g., Bamberger, 2009; Burke & 
Weir, 1978; Cleavenger, Gardner, & Mhatre, 2007; Gellar & Bamberger, 2012; Grodal, Nelson 
& Siino, 2015; Lee, 1997; Nadler, Ellis, & Bar, 2003; Sirola, & Pitesa, 2016). However, the 
entrepreneurship context offers unique challenges and contextual features separate from more 
established organizations; particularly as we consider an emergent organization where key 
relationships and resources are under development.  
There are different categories of help available to an entrepreneur, and a tension exists 
between these two sources as they affect entrepreneurs and their ventures.  One path relies on 
social exchanges, which are bound by a generalized norm of reciprocity (Gouldner, 1960), while 
the other is based on economic transactions (Williamson, 1981) where reciprocity obligations are 
not present. Thus, social exchanges, which necessitate the investment of future resources, and 
can be characterized as a normative stressor due to reciprocity obligations (Bolino, Turnley, 
Gilstrap, & Suazo, 2010). However, economic exchanges require the investment of determinant 
(and, for entrepreneurs, scarce) financial resources (de Meza & Southey, 1996). This tradeoff 
between social and economic exchanges is also reflected in the tendency of entrepreneurs to 
sacrifice their own well-being for the well-being of the venture (Cardon & Patel, 2015). Yet, 
little is known about the differential help-seeking strategies, and how they affect entrepreneurs 
and their ventures.   
Consequently, given limited empirical findings surrounding the effects of help-seeking, 
we know little about which strategy is most efficacious for entrepreneurs, and additional research 
is needed to help better understand this important phenomenon in the entrepreneurial context.  
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Thus, the purpose of this study is to examine the relationship between the source of help, 
entrepreneur work tension, firm performance, and closure intentions.  This will contribute to 
improving our understanding of how the selection of a specific source of help impact the 
entrepreneur, firm performance, and venture outcomes based on the use of social or economic 
exchanges. 
This essay is organized as follows: First, I discuss the two channels of help available to 
entrepreneurs as they manage and grow their ventures.  Following this is a detailed explanation 
of the methodology, providing information on the sample and procedures for the study.  Next, I 
test the hypotheses and put forward the results.  Finally, there is a discussion of the findings, 
limitations of the study, and suggestions for future research. 
Differentiating Economic and Social Sources of Help 
 
Help-seeking is defined as an “interpersonal process involving the solicitation of the 
emotional or instrumental assistance of a work-based colleague to manage some problem either 
at or outside of work” (Bamberger, 2009, p. 50). Help-seeking enables individuals to mitigate 
ambiguity and uncertainty innate in the operation of new ventures, which is particularly 
important in dynamic and complex competitive situations (Cleavenger & Munyon, 2015). 
Practically, help-seeking processes enable entrepreneurs to surmount their individual and venture 
competency constraints (Nadler, Ellis, & Bar, 2003). 
Yet, despite the importance of help-seeking in organizations (Mueller & Kamdar, 2011), 
little research has examined from whom entrepreneurs seek and gain help, and the consequences 
of such actions. Thus, the nature and consequences of entrepreneurial help-seeking are 
indeterminate and subject to speculation, and this deficiency is important because the choices 
that entrepreneurs make have direct effects on their well-being and venture performance (Cardon 
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& Patel, 2015). Furthermore, since most helping behavior is activated by a request for help 
(Anderson & Williams, 1996; Burke, Weir, & Duncan, 1976), it is critical to understand the 
nature and consequences of entrepreneurial help-seeking. 
Social exchanges theoretically represent the most researched avenue for helping 
processes (see Bamberger, 2009 for review). However, there are limitations innate in social 
exchanges that bear on their utility for entrepreneurs. Specifically, there is a risk that even when 
help is sought, the help provided may be inadequate to resolve the original problem (Cleavenger 
& Munyon, 2015). Second, the social exchange process through which help is solicited and 
gained is cognitive in nature (e.g., Chiaburu et al., 2008; Hofman et al., 2009), meaning sources 
of help may misinterpret or misunderstand the appropriate actions needed to either gain or 
provide help. Similarly, relational and power dynamics may affect how individuals seek and 
respond to requests for help (Ferris, Munyon, Basik, & Buckley, 2008), potentially biasing both 
the requester and responder. Fourth, entrepreneurs may operate ventures in novel industries 
where they are unaware of how to gain needed assistance via social exchange mechanisms. 
Finally, the act of requesting help may be perceived as supplication, and result in a degraded 
reputation of the entrepreneur in the eyes of others (Cleavenger & Munyon, 2015). 
As a result, entrepreneurs may rely instead on economic exchanges to gain needed 
assistance. Based on Williamson’s (1981) seminal work, the theory of transaction cost 
economics (TCE) describes how transaction cost logic influences organizational decision-
making (Tadelis & Williamson, 2012).  By definition, a transaction takes place when “a good or 
service is transferred across a technologically separate interface” (Williamson, 1981, p. 552).  
Grounded in the economics, organizational theory, and contract law literatures, this theory 
 84 
assumes that the transaction is the primary unit of analysis and there are two underlying 
behavioral assumptions, bounded rationality and opportunism.   
Bounded rationality refers to the actors in the transaction and the assumption that each 
party intends to behave in a rational manner; however, due to cognitive limits they can only do 
so to a certain extent (Simon, 1961; Williamson, 1987).  As such, all contracts are subject to the 
risk of incompleteness (Williamson, 1981).  Opportunism refers to the idea that all parties to a 
particular contract may potentially behave in a manner that is opportunistic and self-serving, 
thereby increasing the risk and uncertainty of entering into agreements with others without the 
appropriate structure in place to help mitigate those concerns (Williamson, 1981).  Therefore, it 
is beneficial and more efficient for organizations, and individuals, to help reduce the costs of 
entering into an exchange by carefully examining the structure of the agreement and positing a 
means through which to gain mutual expected value while reducing the instability of such 
relationships. 
Economic transactions represent a substitute for entrepreneurs who are unable, or 
unwilling, to engage in social exchanges to gain help. Applying the logic of TCE, the costs of 
exchanges vary according to the type and structure of the agreement.  The terms of the 
agreement can either be beneficial in terms of mitigating those costs, or deleterious if those costs 
are increased due to lack of foresight regarding the terms of the contract, or sufficient 
consideration regarding what will be required to fulfill the agreement.   
Economic exchanges are those transactions that are defined by finite, tangible, financial 
interactions (Shore et al., 2006). Unlike social exchanges, where trust and ongoing behavioral 
investment are key components, economic exchanges are focused on economic contracts that 
detail specific obligations to be fulfilled within a particular time frame (Blau, 1964; Eisenberger 
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et al., 1986; Rousseau, 1995; Shore et al., 2006).  On the other hand, social exchanges are 
characterized by unstated (and often uncertain) obligations based on the expectation of future 
compensation (Blau, 1964; Shore et al., 2006) and often involve such interpersonal constructs as 
trust, attachment, and commitment (Emerson, 1981).   
When looking at the sources that entrepreneurs seek out for help with their venture, it is 
important to understand how the different types of exchanges have different consequences on 
venture outcomes.  Social sources of help, such as family or members of one’s network, tend to 
be less economically costly for resource-constrained entrepreneurs to access and implement, but 
come with some challenges.  Specifically, social exchanges tend to have ambiguous expectations 
for fulfillment and higher risk than economic exchanges. Exchanges in this category also tend to 
have unstated expectations of reciprocity and high levels of interdependence in the relationship 
(Cropanzano & Mitchell, 2005). As a result, help-seeking using social exchanges may represent 
a stressor to entrepreneurs based on reciprocity expectations, meaning they feel compelled to 
help others in the future (Bolino et al., 2010).     
Economic sources of help, such as coach or consultant, on the other hand, require an 
exchange of financial resources (Audet & Couteret, 2012; Shore et al., 2006).  In economic 
exchanges, the entrepreneur has prior knowledge of what is required to fulfill the transaction, 
leading to greater freedom to weigh the consequences of entering into such an agreement without 
having any additional burden created by the maintenance of social relationships.  Thus, there is a 
tension in help-seeking between the use of social and economic exchanges. In the following 




Entrepreneurs engage in help-seeking in order to address shortcomings in their personal 
or venture resource base, as well as attempting to address limitations of the legitimacy early in 
their venture (Greve & Salaff, 2003).  However, it is often at the beginning of the start-up efforts 
when resources, such as time and energy to devote to reciprocating efforts, are at the lowest.  
This challenge leads to a potential increase in tensions and stress in relation to work and social 
obligations.  This stress develops once the entrepreneur is able to assess that these additional 
demands will be taxing beyond what their resources are able to manage (Lazarus, 1995).  
Furthermore, Hambrick et al.’s (2005) work on executive job demands predicts that the level of 
demand on key personnel, such as an executive or entrepreneur, brings about stress and increases 
the individual risk of health problems.  
As noted earlier, entrepreneurs may engage in social or economic exchanges to gain 
needed assistance in resolving personal or venture-related problems. The former occurs within 
the broader social network of the entrepreneur, while the latter occurs in the open market based 
on explicit contracts.  
Economic exchanges are those transactions that are defined by finite, tangible, financial 
interactions (Shore et al., 2006). Unlike social exchanges where trust and investment are key 
components, economic exchanges are focused on economic agreements that detail specific 
obligations to be fulfilled within a specific time frame (Blau, 1964; Eisenberger et al., 1986; 
Rousseau, 1995; Shore et al., 2006).  On the other hand, social exchanges are characterized by 
unstated (and often uncertain) obligations based on the expectation of future compensation (Blau, 
1964; Shore et al., 2006) and often involve such interpersonal constructs as trust, attachment, and 
commitment (Emerson, 1981).   
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Social exchanges involve intangible goods that are not necessarily quantifiable but 
nevertheless have value.  Personal ties between the parties involved in the exchange are the 
foundation, and maintaining that relationship depends on the establishment of trust (Blau, 1964).  
Social exchanges are described as voluntary actions that are motivated by expected returns; 
however, Blau (1964) noted that a key factor in social exchanges is that this interaction involves 
“unspecified obligations” (p.93).  Individuals engage in social exchanges in order to secure 
resources that enable their goals and the lack of specification creates ambiguity and results in one 
individual who is beholden to the other.  Indeed, all social activities come at a cost to the persons 
involved (Gouldner, 1960).  As the entrepreneur engages in increased amounts of social 
exchanges, they are then subject to expectations of reciprocity, obligations, and maintenance of 
social relationships.  This places an additional tax on already constrained resources leading to 
increased work tensions and decreased firm performance 
 On the other hand, economic exchanges include explicit contracts based on quantifiable 
material and occur without regard to personal ties.  Economic transactions tend toward 
negotiated exchanges where the expectations bear little to no burden on social relationships, 
detailing terms and timing for repayment (Cropanzano & Mitchell, 2005).  The explicit and time-
constrained terms of the contract remove any ambiguity concerning the obligation of the 
entrepreneur, allowing them to plan and allocate necessary resources toward the exchange in 
such a way that reduces professional strain.  
 Based on prior findings suggesting reciprocity is a widely-felt pressure (Gouldner, 1960), 
I propose that entrepreneurs who rely on social exchanges for help-seeking will experience 
greater strain than entrepreneurs who rely on economic exchanges. Work-related stressors can 
result in strain, which Ganster and Rosen (2013) define as “the process by which workplace 
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psychological experiences and demands (stressors) produce both short-term (strains) and long-
term changes in mental and physical health” (p.1088).  Workplace tensions have a long history in 
the organizational literature with many studies noting the impact of stress on the physical and 
mental well-being of managers and employees, as well as the implications on firm outcomes in 
terms of employee performance, attendance and health care costs (Ganster & Rosen, 2013). 
Given the pressure associated with reciprocity norms and social exchanges, I predict that their 
use will result in greater strain than when entrepreneurs rely primarily on economic exchanges. 
Thus:  
H1: Entrepreneurs who rely on social exchanges when help-seeking experience more 
work tension than entrepreneurs who rely on economic exchanges. 
Although I anticipate that help-seeking practices will have consequences for entrepreneur health 
via the mechanism of work tension, there are also potential performance implications 
surrounding the pursuit and acquisition of help.  
Firm performance is measured based on a number of inputs. For the purpose of this study, 
I will look at operational measures of firm performance.  Operational performance is 
characterized by items that look at human capital, quality of products and services, and new 
product development (Ghalayini & Noble, 1996). 
To date, extant literature has categorized performance as consisting of operational and 
financial components (Venkatraman & Ramanujam, 1986) all of which require access and use of 
limited resources.  The norm of reciprocity requires a diversion of these resources to fulfill the 
obligation created by receiving help.  However, these costs are indirect in nature, compared with 
the financial costs innate in economic exchanges. As a result, entrepreneurs who rely on 
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economic exchanges to gain help may sacrifice scarce financial resources to gain that assistance, 
hindering the performance of the venture by consuming limited resources. Thus, I propose:  
Hypothesis 2:  Entrepreneurs who rely on economic exchanges when help-seeking 
experience lower venture performance than entrepreneurs who rely on social exchanges. 
Over time, entrepreneurs who experience greater tension and decreased firm performance 
are less likely to continue operating their businesses. Specifically, the allostatic load theory of 
stress (Ganster & Rosen, 2013) proposes that individuals will avoid exposure to environmental 
situations that cause them to experience strain when they are able to avoid such situations (cf., 
Karasek, 1979). Extrapolating from this logic, entrepreneurs who rely on social sources of help 
may experience greater tension, but also heightened performance, as a function of their help-
seeking strategy. Conversely, entrepreneurs who rely on economic sources of help may 
experience tension, but also reduced performance, as a function of their help-seeking strategy.  
While most occupations have some inherent form of stress, entrepreneurship is a unique 
context to examine this phenomenon since many entrepreneurs work in isolation with limited 
support and resources (Cardon & Patel, 2015) leading to even higher levels of strain.  
Entrepreneurs also tend to bear the risk and consequential outcomes from any poor strategic 
decision-making (Cardon and Patel, 2015).  Entrepreneurs who experience their work as stressful, 
with high time demands, and challenging to the extent that it pushes the boundaries of their 
capability (Cardon and Patel, 2015; Hambrick et al. 2005) will find themselves experiencing 
stress and tension where it leads them to consider exiting the venture.   
Cardon and Patel (2015) found support for the need to study stress in entrepreneurship as 
a unique context due to findings that indicated that not only do entrepreneurs experience more 
stress than employees, but that stress has different effects.  This can be attributed to a large 
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workload, uncertainty, and personal responsibility for the well-being of the firm (Cardon and 
Patel, 2015).  Entrepreneurs find themselves facing a trade-off where their need for achievement 
and desire for a successful venture drive them to work long hours at the expense of their health 
due to strain created by increased stress levels.   
Much of the current literature has examined venture closure as a failure, however, as 
noted by DeTienne and Cardon (2012), entrepreneurs leave firms for many reasons other than 
failure in terms of performance that are both economic and noneconomic in nature.  Health-
related issues, stress, and lack of work-life balance can all influence the entrepreneur's intention 
to close their business. 
Given the tension between experienced strain and venture performance (Cardon & Patel, 
2015), I predict that entrepreneurs who rely on social sources of help will be more likely to leave 
their ventures because of the cumulative demands of reciprocity. However, entrepreneurs who 
rely on economic sources of help are also likely to leave their ventures, as the venture suffers in 
performance as a result of its reduced financial resources. 
Hypothesis 3a: Entrepreneur work tension mediates the relationship between help-
seeking sources and closure intentions. Specifically, there is a positive relationship 
between social sources of help and entrepreneur work tension, which then is positively 
related to closure intentions. 
Hypothesis 3b: Firm performance mediates the relationship between help-seeking 
sources and closure intentions.  Specifically, there is a negative relationship between 
economic sources of help and firm performance, which is then negatively related to 
closure intentions.   
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Methods 
Sample and Data Collection 
The sample consists of survey data collected from a national panel of aspiring and 
established entrepreneurs. The data were gathered over three periods across a 12-week time span, 
using a study that was designed to assess the entrepreneur’s help-seeking behavior.  Hypotheses 
are tested using the Hayes (2013) moderated mediation PROCESS model.  
 The data used to test the hypotheses listed above come from an original survey of 
entrepreneurs in the United States.  The sample was curated by Qualtrics, based on individuals 
who participated in a market research panel and concluded with a total of 225 observations.  The 
participants were compensated for taking part in the survey.  Surveys were sent via email to 
screened volunteers; this screening confirmed that each participant was over 18 years old and 
currently running a business that they founded.     
 The survey included 225 completed surveys with usable responses.  The first survey was 
unique from the other two by including demographic measures, while the second and third were 
identical to one another.  The second and third data collection had 167 and 100 usable surveys 
respectively.  Participants in the survey had an average age of 52, nearly half (47%) considered 
themselves to be serial entrepreneurs with an average age of the venture at 16 years and 11 
employees.   
Dependent Variable 
Closure intentions. Following Ajzen’s theory of planned behavior (1991), intention is 
viewed as a predictor to behavior thus, closure intentions can be described the entrepreneur’s 
expressed consideration toward closing their venture. Venture closure intention was measured 
using a three-item, co-author developed scale with the following statements “ I often think about 
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ending my business”, “I intend to search for opportunities outside of my firm” and “ I intend to 
close my business in the near future”.  Each participant’s responses were measured on a 5-point 
Likert scale from 1 (strongly agree) to 5 (strongly disagree).  I reverse coded the responses from 
each of the three scales and averaged so that 1=low closure intentions and 5=high closure 
intentions.  The scale reliability was α= .85. 
Independent Variables 
Source of help.  This variable is described as the party that the entrepreneur seeks out for 
assistance with a specific problem.  This variable was measured using the item, “From whom do 
you seek help for firm-or work-related problems?”  The respondents chose from 15 options 
stating “I seek help from them” using a 5-point Likert scale ranging from 1 (strongly agree) to 
(strongly disagree).  Responses were categorized into economic sources of help and social 
sources of help.  Economic sources of help include investors, consultants, local business contacts 
and technical trade publications.  Social sources of help include employees, other entrepreneurs, 
family, friends, and mentors.  Responses for each category were averaged.  Scale reliability was 
at α= .74 for economic sources of help and α= .70 for social sources of help. 
Entrepreneur work tension. Entrepreneur work tension is defined as work demands that 
create both long- and short-term mental and physical changes (Ganster & Rosen, 2013).  Work 
tension was measured using a researcher developed, six-item scale.  Survey respondents were 
asked to answer the following items on a 5-point Likert scale with a range from 1 (strongly 
agree) to 5 (strongly disagree).  “ My work tends to directly affect my health”, “I work under a 
great deal of tension”, “I have felt nervous before attending work-related meetings”, “If I had 
different work my health would probably improve”, “ Problems are work keep me up at night”, 
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and “I often take my job home with me in the sense that I think about it when doing other things”.  
The scale items were averaged and had a scale reliability of α= .82. 
Firm performance. Firm performance is defined by Rai et al., (2006) as “the degree to 
which a firm has superior performance relative to its competition”.  Firm performance was 
measured using operational forms of performance using scales that requested responses on 
indicators of firm performance over the past three years.  Participants were asked to rate “Quality 
of products, services, or programs”, “Development of new products, services, or programs”, and 
“Growth in market share” for their venture as compared to others organizations that they directly 
compete with.  The responses were recorded using a 5-point Likert scale ranging from 1 
(strongly agree) to 5 (strongly disagree).  The scale was developed by a co-author.  Scale items 
were averaged with a reliability of α= .76. 
 Control Variables.  For this study, I included control variables, age, sex, and minority 
status, to reduce the possibility of other explanations for the model.  Sex was measured using a 
self-reported of male or female in response to the question, “What is your sex?”  Minority status 
was also self-reported with the question, “Are you a member of an ethnic or racial minority?”; 
respondents had the option to respond yes or no.   
Results 
 Regression analysis using the PROCESS macro in SPSS was used to investigate the 
hypotheses that social sources of help increase work tension and economic sources of help 
decrease work tension such that there is an overall impact on closure intentions.   
 Table 3.3 shows the results in Step 1 of the mediation model, the regression of Closure 
Intentions on Economic Sources of Help, excluding the mediator, was significant (β =.47, 
t(130)=2.17, p=.03).  Step 2 revealed that the regression of Economic Sources of Help on 
 94 
Entrepreneur Work Tension was also significant (β =.48, t(130)=2.79, p=.006).  Step 3 of the 
mediation showed that the mediator, Entrepreneur Work Tension, was significant (β =.59, 
t(129)=6.04, p=.001).  Step 4 of the analysis showed that the relationship between Economic 
Sources of Help was no longer a significant predictor of Closure Intentions (β =.19, t(129)=.94, 
p=.33).  This suggests that mediation is present.  Hypothesis 1 states that entrepreneurs who rely 
on social exchanges when help-seeking experience more work tension than entrepreneurs who 
rely on economic exchanges. Thus, Hypothesis 1 is supported. 
 The second half of the hypotheses explores the relationship of social and economic 
sources of help on firm performance and closure intentions. Table 3.5 displays the results in Step 
1 of the mediation model, the regression of Closure Intentions on Social Sources of Help, 
excluding the mediator, was significant (β =.70, t = 2.72, p=.007).  Step 2 revealed that the 
regression of Social Sources of Help on Firm Performance was also significant (β =.86, t =4.06, 
p=.001).  Step 3 of the mediation showed that the mediator, Firm Performance, was not 
significant (β = -.12, t = -1.17, p=.244).  Step 4 of the analysis showed that the relationship 
between Social Sources of Help was significant predictor of Closure Intentions (β =.81, t =2.96, 
p=.004).  Hypothesis 2 states that entrepreneurs who rely on economic exchanges when help-
seeking experience lower venture performance than entrepreneurs who rely on social exchanges.  
Therefore, Hypothesis 2 is supported. 
 Table 3.4 shows the results in Step 1 of the mediation model, the regression of Closure 
Intentions on Social Sources of Help, excluding the mediator, was significant (β =.72, 
t(130)=2.76, p=.007).  Step 2 revealed that the regression of Social Sources of Help on 
Entrepreneur Work Tension was also significant (β =.63, t(130)=3.02, p =.003).  Step 3 of the 
mediation showed that the mediator, Entrepreneur Work Tension, was significant (β =.57, 
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t(129)=5.89, p=.001).  Step 4 of the analysis showed that the relationship between Social Sources 
of Help was no longer a significant predictor of Closure Intentions (β =.37, t(129)=1.48, p=.133).  
This result suggests that mediation is present.  Hypothesis 3a states that entrepreneur work 
tension mediates the relationship between help-seeking sources and closure intentions. Thus, 
Hypothesis 3a is supported. 
 Table 3.6 shows the results in Step 1 of the mediation model, the regression of Closure 
Intentions on Economic Sources of Help, excluding the mediator, was significant (β = .46, t = 
2.13,  p=.035).  Step 2 revealed that the regression of Economic Sources of Help on Firm 
Performance was also significant (β =.80, t =4.70, p=.001).  Step 3 of the mediation showed that 
the mediator, Firm Performance, was not significant (β = -.12, t = -1.08, p = .283).  Step 4 of the 
analysis showed that the relationship between Economic Sources of Help was a significant 
predictor of Closure Intentions (β =.55, t =2.38, p=.019).  This result does not indicate mediation.  
Each mediating relationship in this study is shown in Figures 3.2 through 3.6.  Hypothesis 3b 
states firm performance mediates the relationship between help-seeking sources and closure 
intentions.   Hypothesis 3b is not supported. 
Discussion 
 This paper is among the first to link the sources of help used by entrepreneurs and their 
venture outcomes.  This research tested how the source of help that the entrepreneur seeks out 
impacts both work tension and firm performance.  Specifically, I used transaction cost economic 
theory as a lens through which to examine how formal and informal contracts, created through 
the selection of economic or social sources of help, have implications on entrepreneur closure 
intentions.  The results demonstrate that both work tension and firm performance have a 
significant mediating effect on the entrepreneur’s decision to close their venture.   
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 This research contributes to the literature in several ways.  Current theory on help-
seeking has not been examined as it relates to the implications for the source of help in the 
entrepreneurship context. The present study contributes new information about the potentially 
important role of the type of help that entrepreneurs seek out for assistance with the problems 
they encounter when developing their ventures.  This paper also presents a new perspective on 
transaction cost economics by integrating the theory with help-seeking theory.  Informal 
contracts, while perhaps less costly on the financial side, present their own challenges for the 
entrepreneur, creating strain that makes it difficult to maintain the venture.  By contrast, formal 
contracts are costly, but prevent the strain that comes with social transactions.  By including the 
transaction between the entrepreneur and the source of help as a factor in the closure intentions 
of entrepreneurs, the research expands our thinking of TCE to include the help-seeking behavior 
of entrepreneurs.   
Research Implications   
 This paper offers several research implications.  The source of help in the transaction 
between the entrepreneur and another party has different consequences that influence closure 
intentions.  Social sources of help tend to involve those with whom the entrepreneur has a 
personal relationship, which potentially leads to reciprocity expectations or other pressures on 
the relationship that increase the entrepreneur’s work tension.  Conversely, economic sources of 
help may create additional strain on limited resources, which leads to decreased firm 
performance.  Each of these methods has implications on closure intentions.  The outcomes 
presented here inform researchers of the importance of the source of help, as well as the events 
that can lead to closure intentions for the entrepreneur.   
 Researchers that look at macro level constructs, such as firm performance, in the 
entrepreneurial context would be remiss if they did not also examine micro-level factors that 
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influence that performance.  Often, at the beginning of the startup process, the entrepreneur’s 
personal decisions have consequences for the venture.  Personal relationships, and the 
expectations that come with them, matter for the entrepreneur and their venture.   
  This paper offers further explanation as to the factors that affect entrepreneur work 
tension.  Entrepreneurs experience tension from a variety of sources and this research explores 
the influence of help-seeking on entrepreneurial tension.  This insight allows researchers a richer 
interpretation of why entrepreneurs may experience greater tension than employees as it directly 
relates to how the entrepreneur seeks help and from whom they receive help.  It also provides a 
foundation for researchers to further unpack this important construct with strong implications for 
entrepreneurial outcomes. 
 This study also offers help-seeking researchers valuable insight as to the differential costs 
associated with certain sources of help.  This is especially pertinent in the entrepreneurship 
context when resources are potentially limited, in terms of both time and financial resources.  It 
is important for researchers to include factors that include financial costs, the cost of future 
expectations, and what is required to maintain relationships when investigating help-seeking and 
in order to have a complete picture of the costs and benefits of the behavior. Furthermore, help-
seeking research has little insight as to the effects of reciprocity expectations within the help-
seeking exchange.  This paper offers a foundation for further unpacking of this issue as 
reciprocity is salient in social exchange behaviors such as help-seeking.   
 Finally, when entrepreneurship researchers are examining outcomes for new ventures, 
background information on the precursors to closure decisions matter.  We know that the 
decision to close the venture has multiple drivers and this paper connects the entrepreneur’s help-
seeking behavior to those decisions regarding closure intentions.  By specifically examining how 
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the source of help influences both the entrepreneur and the venture, there is a greater 
understanding of how entrepreneurs may arrive at the decision to close their venture.   
Practical Implications  
 These findings have implications for entrepreneurs.  Entrepreneurs need to be aware of 
the impact that their help-seeking decisions have on them personally, as well as the implications 
for their ventures.  Knowledge of how the source of help can have an overall effect can assist the 
entrepreneur in making informed decisions that would hopefully improve outcomes.  This 
research indicates that entrepreneurs would need to find appropriate remedies for the tension that 
comes with social support; meaning that the entrepreneur would need to find way to attenuate the 
issues of reciprocity that come with those informal agreements.   
 There is also evidence that economic help also may not always be the best choice for the 
entrepreneur, as there are personal and firm level repercussions that need to be addressed. Based 
on the findings of this research entrepreneurs may be advised to find a balance between social 
and economic sources of help for their venture while remaining mindful of the potential pitfalls 
for each option. 
 Also, entrepreneurs should be conscious about their help-seeking behaviors.  First, to be 
sure that they are investing with the source of help that will allow them, and their venture, to 
benefit in the most cost efficient manner.  Secondly, the entrepreneur should be keenly aware of 
when their relationships are taxing them and their business so that any concerns can be addressed 
quickly before damage is done such that the sustainability of the venture is compromised. 
Limitations 
 As with any research there are limitations.  The measures for entrepreneur work tension 
and firm performance were self-reported by the survey respondents.  This means that there are 
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potential issues with response bias (Podsakoff & Organ, 1986) and room for error when recalling 
help-seeking behavior.   
 Another limitation of this study is that the sample for this data was not truly random as 
the respondents elected to participate in survey work with Qualtrics, LLC.  In addition, because 
Qualtrics, LLC compensates survey participants successful entrepreneurs may be 
underrepresented in this sample.  However, the sample size is comparable to previous studies in 
entrepreneurship that use survey instruments, thus results are likely to be generalizable (Arora, 
Haynie, & Laurence, 2011; Eddleston & Powell, 2012).   
Future Research 
 Future research in this area could include gathering and analyzing qualitative data as a 
means to deeper understanding of help-seeking processes among entrepreneurs and the 
subsequent personal and venture outcomes.  Future research could also look at other factors for 
help-seeking among entrepreneurs such as cultural differences, or if help-seeking is different for 
male and female entrepreneurs in terms of the sources that they choose and how those decisions 
have long term implications for the venture.   
 In this paper I used rather large categories for the source of help but there is ample room 
to examine this area in a more fine-grained manner.  Specifically, researchers could examine the 
differences between coaches and consultants, for example.  Future research could also look at the 
motivation for choosing a particular source of help, what are some of the demographic reasons 
(education, socioeconomic status, sex, or race/ethnicity) that would influence why entrepreneurs 
would choose social or economic help.  In addition, as this paper indicates, researchers should be 
mindful how the source of help has an effect on the outcomes for a new venture.  There is 
evidence that the source of help has implications for the venture, but research could be more 




 Help-seeking behavior has a variety of implications for both the entrepreneur and their 
venture outcomes.  This research demonstrates that the source of help used by the entrepreneur 
has an influence on their personal well-being and the performance of the venture such that the 
viability of the venture is impacted.  Overall, engaging in help-seeking behavior has far-reaching 
















Ajzen, I. (1991). The theory of planned behavior. Organizational Behavior and Human Decision
 Processes, 50(2), 179-211. 
Anderson, S. E., & Williams, L. J. (1996). Interpersonal, job, and individual factors related to
 helping processes at work. Journal of Applied Psychology, 81(3), 282. 
Arora, P., Haynie, J. M., & Laurence, G. A. (2013). Counterfactual thinking and entrepreneurial
 self‐efficacy: The moderating role of self‐esteem and dispositiona
 affect. Entrepreneurship Theory and Practice, 37(2), 359-385. 
Aspelund, A., Berg-Utby, T., & Skjevdal, R. (2005). Initial resources' influence on new venture
 survival: a longitudinal study of new technology-based firms. Technovation, 25(11),
 1337-1347. 
Audet, J., & Couteret, P. (2012). Coaching the entrepreneur: features and success
 factors. Journal of Small Business and Enterprise Development, 19(3), 515-531. 
Bamberger, P. (2009). Employee help-seeking: Antecedents, consequences and new insights for
 future research. In Research in Personnel and Human Resources Management (pp. 49
 98). Emerald Group Publishing Limited. 
Bamford, C. E., Dean, T. J., & McDougall, P. P. (2000). An examination of the impact of initial
 founding conditions and decisions upon the performance of new bank start-ups. Journal
 of Business Venturing, 15(3), 253-277. 
Blau, P. M. (1964). Social exchange theory. Retrieved September, 3, 2007. 
Bolino, M. C., Turnley, W. H., Gilstrap, J. B., & Suazo, M. M. (2010). Citizenship under
 pressure: What's a “good soldier” to do? Journal of Organizational Behavior, 31(6),
 835-855. 
 102 
Burke, R. J., & Weir, T. (1978). Organizational climate and informal helping processes in work
 settings. Journal of Management, 4(2), 91-105. 
Burke, R. J., Weir, T., & Duncan, G. (1976). Informal helping relationship in work
 organizations. Academy of Management Journal, 19(3), 370-377. 
Cardon, M. S., & Patel, P. C. (2015). Is Stress Worth it? Stress-Related Health and Wealth
 Trade-Offs for Entrepreneurs. Applied Psychology, 64(2), 379-420. 
Chiaburu, D. S., & Harrison, D. A. (2008). Do peers make the place? Conceptual synthesis and
 meta-analysis of coworker effects on perceptions, attitudes, OCBs, and
 performance. Journal of Applied Psychology, 93(5), 1082. 
Cleavenger, D., Gardner, W. L., & Mhatre, K. (2007). Help-seeking: Testing the effects of task
 interdependence and normativeness on employees’ propensity to seek help. Journal of
 Business and Psychology, 21(3), 331-359. 
Cleavenger, D. J., & Munyon, T. P. (2015). Overcoming the help-seeker’s dilemma: How
 computer-mediated systems encourage employee help-seeking initiation. Organization
 Studies, 36(2), 221-240. 
Coyle-Shapiro, J. A. M., & Kessler, I. (2002). Exploring reciprocity through the lens of the
 psychological contract: Employee and employer perspectives. European Journal of Work
 and Organizational Psychology, 11(1), 69-86. 
Cropanzano, R., & Mitchell, M. S. (2005). Social exchange theory: An interdisciplinary
 review. Journal of Management, 31(6), 874-900. 
De Meza, D., & Southey, C. (1996). The borrower's curse: optimism, finance and
 entrepreneurship. The Economic Journal, 375-386. 
 103 
DeSimone, J. A. (2015). New techniques for evaluating temporal consistency. Organizational
 Research Methods, 18(1), 133-152. 
DeTienne, D. R., & Cardon, M. S. (2012). Impact of founder experience on exit intentions. Small
 Business Economics, 38(4), 351-374. 
Eddleston, K. A., & Powell, G. N. (2012). Nurturing entrepreneurs' work–family balance: A 
 gendered perspective. Entrepreneurship Theory and Practice, 36(3), 513-541. 
Eisenberger, R., Huntington, R., Hutchison, S., & Sowa, D. (1986). Perceived organizational
 support. Journal of Applied Psychology, 71, 500-507.  
Emerson, R. (1981). Social exchange theory. In M. Rosenberg & R. Turner (Eds.), Social
 Psychology: Sociological perspectives (pp. 30-65). New York: Basic Books.  
Ferris, G. R., Munyon, T. P., Basik, K., & Buckley, M. R. (2008). The performance evaluation
 context: Social, emotional, cognitive, political, and relationship components. Human
 Resource Management Review, 18(3), 146-163. 
Ganster, D. C., & Rosen, C. C. (2013). Work stress and employee health: A multidisciplinary
 review. Journal of Management, 39(5), 1085-1122. 
Geller, D. & Bamberger, P. 2012. The impact of help seeking on individual task performance:
 The moderating effect of help seekers logics of action. Journal of Applied Psychology,
 97(2): 487-497 
Ghalayini, A.M. & Noble, J.S. (1996) "The changing basis of performance measurement",
 International Journal of Operations & Production Management, Vol. 16 Issue: 8, pp.63-
 80  
 104 
Gouldner, A. W. (1960). The norm of reciprocity: A preliminary statement. American
 Sociological Review, 161-178. 
Greve, A., & Salaff, J. W. (2003). Social networks and entrepreneurship. Entrepreneurship
 Theory and Practice, 28(1), 1-22. 
Grodal, S., Nelson, A. J., & Siino, R. M. (2015). Help-seeking and help-giving as an
 organizational routine: Continual engagement in innovative work. Academy of
 Management Journal, 58(1), 136-168. 
Hambrick, D. C., Finkelstein, S., & Mooney, A. C. (2005). Executive job demands: New insights
 for explaining strategic decisions and leader behaviors. Academy of Management
 Review, 30(3), 472-491. 
Hofmann, D. A., Lei, Z., & Grant, A. M. (2009). Seeking help in the shadow of doubt: the 
sensemaking processes underlying how nurses decide whom to ask for advice. Journal of 
Applied Psychology, 94(5), 1261. 
Johnson, B. R. (1990). Toward a multidimensional model of entrepreneurship: The case of
 achievement motivation and the entrepreneur. Entrepreneurship Theory and
 Practice, 14(3), 39-54. 
Karasek Jr, R. A. (1979). Job demands, job decision latitude, and mental strain: Implications for
 job redesign. Administrative Science Quarterly, 285-308. 
Lazarus, R. S. (1995). Psychological stress in the workplace. Occupational stress: A
 handbook, 1, 3-14. 
Lee, F. (1997). When the going gets tough, do the tough ask for help? Help seeking and power
 motivation in organizations. Organizational Behavior and Human Decision
 Processes, 72(3), 336-363. 
 105 
Mueller, J. S., & Kamdar, D. (2011). Why seeking help from teammates is a blessing and a
 curse: a theory of help seeking and individual creativity in team contexts. Journal of
 Applied Psychology, 96(2), 263. 
Nadler, A., Ellis, S., & Bar, I. (2003). To seek or not to seek: The relationship between help
 seeking and job performance evaluations as moderated by task-relevant
 expertise. Journal of Applied Social Psychology, 33(1), 91-109. 
Podsakoff, P. M., & Organ, D. W. (1986). Self-reports in organizational research: Problems and
 prospects. Journal of Management, 12(4), 531-544. 
Rai, A., Patnayakuni, R., & Seth, N. (2006). Firm performance impacts of digitally enabled
 supply chain integration capabilities. MIS Quarterly, 225-246. 
Rousseau, D. M. (1995). Psychological contracts in organizations: Understanding written and
 unwritten agreements. Thousand Oaks, CA: Sage.  
Shore, L. M., Tetrick, L. E., Lynch, P., & Barksdale, K. (2006). Social and economic exchange:
 Construct development and validation. Journal of Applied Social Psychology, 36(4), 837
 867. 
Simon, H. (1961). Administrative Behavior, 2nd ed. (Macmillan, New York). 
Sirola, N., & Pitesa, M. (2016). Economic downturns undermine workplace helping by
 promoting a zero-sum construal of success. Academy of Management Journal, 60(4)
 1339-1359. 
Tadelis, S., & Williamson, O. E. (2012). Transaction cost economics. 
Venkatraman, N., & Ramanujam, V. (1986). Measurement of business performance in strategy
 research: A comparison of approaches. Academy of Management Review, 11(4), 801-814. 
 106 
Wennberg, K., Wiklund, J., DeTienne, D. R., & Cardon, M. S. (2010). Reconceptualizing
 entrepreneurial exit: Divergent exit routes and their drivers. Journal of Business
 Venturing, 25(4), 361-375. 
Williamson, O. E. (1981). The economics of organization: The transaction cost
 approach. American Journal of Sociology, 87(3), 548-577. 
Williamson, O. E. (1987). Transaction cost economics: The comparative contracting

























Table 3.1 Pearson Correlations 
 
  1 2 3 4 5 6 7 8 
1. Closure Intentions 1 
       2.Performance .13 1 
      3. Social Help .053 -.300** 1 
     4. Econ Help -.001 -.402** .700** 1 
    5.EntrWorkTen .464** .068 .036 .09 1 
   6. Minority -.074 -.032 -.041 -.076 -.025 1 
  7. Age -.113 -.112 .075 .107 -.290** .201** 1 
 8. Sex .131 -.013 -.036 -.083 .105 -.082 -.178** 1 
N=135 
** Correlation is significant at the 0.01 level (2-tailed). 
*p <=.05,  **p <=.01,  ***p <=.001 
 
 




Table 3.2 Descriptive Statistics 
 
  
  Minimum Maximum Mean Std. Deviation 
Closure Intentions 1 5 2.060 1.095 
Economic Help 1 3 1.488 .447 
Social Help 1 3 1.685 .388 
Entrepreneur Work Tension 1 5 3.047 .880 
Firm Performance 1.33 7 4.909 1.064 
Age 19 85 51.838 12.592 
Sex 1 2 1.513 .501 
Minority 1 2 1.833 .374 
Valid N (listwise) = 135 
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Table 3.3 Regression Results for the Mediation Effect of Economic Source of Help on Closure 
Intentions by Entrepreneur Work Tension 
Table 3.4 Regression Results for the Mediation Effect of Social Source of Help on Closure 
Intentions by Entrepreneur Work Tension 
    CI CI 
Model β SE p (lower) (upper) 
Model without mediator           
Intercept .64 .94 .497 -1.22 2.5  
Social Help -> Closure Intentions (c) .72 .26 .007 .2 1.24 
R2Y,X .08     
       Model with mediator      Intercept -.71 .87 .416 -2.44 1.01 
Social Help -> Entr. Work Tension (a) .63 .21 .003 .21 1.04 
Entr. Work Tension -> Closure Intentions 
(b) .57 .1 .001 .37 .77 
Social Help -> Closure Intentions (c’) .37 .24 .133 -.11 .85 
Indirect effect (axb) .36 .15  .07 .66 
R2M,X .15     
R2Y,MX .27         
N=135 




        CI CI 
Model β SE p (lower) (upper) 
Model without mediator  
      
Intercept 1.41 .83 .090 -.226 3.054 
Economic Help -> Closure Intentions (c) .47 .22 .032 .042 .906 
R2Y,X .06     
      Model with mediator      Intercept -.28 .79 .723 -1.85 1.28 
Economic Help -> Entr. Work Tension (a) .48 .17 .006 .13 .82 
Entr. Work Tension -> Closure Intentions (b) .59 .10 .001 .39 .78 
Economic Help -> Closure Intentions (c’) .19 .20 .330 -.2 .59 
Indirect effect (axb) .28 .12  .05 .52 R2M,X .14     
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Table 3.5 Regression Results for the Mediation Effect of Social Source of Help on Closure 
Intentions by Firm Performance 
        CI CI 
Model β SE p (lower) (upper) 
Model without mediator      
 Intercept .68 .93 .463 -1.16 5.52 
Social Help -> Closure Intentions (c) .70 .26 .007 .19 1.21 
R2Y,X .08     
      
Model with mediator      
Intercept 1.35 1.09 .218 -.8 3.5 
Social Help -> Firm Performance (a) .86 .21 .001 .44 1.27 
Firm Performance -> Closure Intentions (b) -.12 .11 .244 -.33 .09 
Social Help -> Closure Intentions (c’) .81 .27 .004 .27 1.35 
Indirect effect (axb) -.11 .11  -.38 .08 
R2M,X .23     
R2Y,MX .09         
N=135 





Table 3.6 Regression Results for the Mediation Effect on Economic Source of Help on Closure 
Intentions by Firm Performance 
        CI CI 
Model β SE p (lower) (upper) 
Model without mediator       
Intercept 1.43 .82 .084 -.2 3.06 
Economic Help->Closure Intentions (c) .46 .22 .035 .03 .88 
R2Y,X .06     
      
Model with mediator      
Intercept 2.11 1.04 .043 .06 4.16 
Economic Help->Firm Performance (a) .80 .17 .001 .46 1.13 
Firm Performance -> Closure Intentions (b) -.12 .11 .283 -.33 .10 
Economic Help -> Closure Intentions (c’) .55 .23 .019 .09 1.01 
Indirect effect (axb) -.09 .1  -.28 .12 
R2M,X .26     




Table 3.7 Confirmatory Factor Analysis and Alpha 






My work affects my health 0.844 0.173 -0.158 
Great deal of tension 0.815 0.161 -0.070 
Feel nervous 0.716 0.134 -0.132 
Different work would improve 
health 
0.675 0.041 -0.049 
Up at night 0.583 0.249 0.134 
Take job home 0.580 0.410 -0.105 
Think of closing 0.160 0.899 0.039 
Search for opportunities 0.247 0.856 0.035 
Intend to close 0.191 0.809 -0.037 
Quality -0.105 0.036 0.886 
New product development -0.007 -0.028 0.787 
Growth in market share -0.111 0.011 0.780 



































































































Table 3.8 Glossary 
Construct Definition Measurement 
Closure Intentions The entrepreneur’s expressed 
consideration toward closing their 
venture 
“ I often think about ending my 
business”  
 
“I intend to search for 
opportunities outside of my firm”  
 
“ I intend to close my business in 
the near future”  
 
Source of Help The party that the entrepreneur seeks 
out for assistance with a specific 
problem 
“From whom do you seek help 
for firm-or work-related 
problems?”  
 
Entrepreneur Work Tension Work demands that create both long- 
and short-term mental and physical 
changes 
“ My work tends to directly 
affect my health”  
 
“I work under a great deal of 
tension”  
 
“If I had different work my 
health would probably improve”  
 
“I have felt nervous before 
attending work-related meetings 
 
“ Problems are work keep me up 
at night” 
 
“I often take my job home with 
me in the sense that I think about 
it when doing other things”.  
 
Firm Performance The degree to which a firm has 
superior performance relative to its 
competition 
“Quality of products, services, or 
programs” 
 
“Development of new products, 
services, or programs” 
 







 Entrepreneur help-seeking is a multi-faceted process that has been largely overlooked in 
the current literature.  There are many factors that contribute to the entrepreneur’s decision to 
seek help, or not, and this decision has implications for both the entrepreneur and their venture.  
This dissertation examined the entrepreneur’s experience as it applies to the decision to seek help 
and the source of help that entrepreneur chooses.  The results indicate that entrepreneurs do seek 
help but experience only has a marginal influence on this decision, however, experience may 
impact whom the entrepreneur looks to for assistance with concerns regarding their business.   
This dissertation begins to unpack the relationship between help-seeking behavior and 
entrepreneurial processes and based on the results, this area of research has many opportunities 
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